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DOLLAR-A-WEEK 
THRIFT PLAN 
The thousands of sales made by Atna 
Life Salesmen on the $1-a-Week Thrift 
Plan since its introduction in 1941 are 
testimonials to the salability of such 
a plan. Literally tens of thousands of 
sales interviews have been conducted 
and the plan has continued to be ex- 


tremely popular with the sales force. 


DIRECT MAIL 

DIGEST PLAN 
Developed as pre-interview mailing for 
/Etna’s famous Digest presentations, this 
sales stimulator has proved a welcome 
task-master in enforcing time control. 
It gives the Salesman the heartening con- 
fidence that he has already been intro- 
duced in an emphatic way. In short, it 
is helping the Etna Salesman sell. 


SOCIAL SECURITY 
SALES PLAN 

Working with Etna Salesmen in the 
field, the Home Office has developed a 
concise presentation of Social Security 
benefits as a service to policyowners. 
When keyed to a special chart and sales 
talk, reports of sales through the Social 
Security approach began to roll in. Re- 
sults continue to be dramatic. 


TEN-A-MONTH 

THRIFT PLAN 
Many leading tna producers told us 
that we needed a sales plan as compelling 
as Dollar-a-Week Thrift but in a larger 
unit. Consequently /£tna’s famous 
Guaranteed Thrift Plan has been com- 
pletely revised to incorporate exactly the 
same sales appeal that has proved so suc- 


cessful in its $1-a-week counterpart. 


AFEILt:ATED AINA LIFE companies 


The tna Life Insurance Company The Atna Casualty & Surety Company 


The Automobile Insurance Company The Standard Fire Insurance Company 
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ARMS FOR 
THE FRONT LINE 


Out on the firing line, underwriters, 
like soldiers, need powerful modern 
equipment with which to meet the con- 
ditions they face. Fidelity provides 
them with this vitally needed assist- 
ance. 


A JO B i’ {) BE D O N E Income for Life, Modified Income 


for Life, Family Maintenance, Family 





, Sure, you get restless when you read the. headlines. Income, Modified Life, Term to 65, 
see . a wi helpless. a. os ag psa Five Year Renewable Term, Disability 
Our ratepooKk, tear u our a ication anks, an ° ° 

Sela ts atedce income, Juvenile, Standard and Sub- 


standard. In short there is a Fidelity 
coverage to meet all the present day 
needs which nts encounter — and 
But if ngt, did you ever stop to think that right now you d : : — ‘ ” P “ 
are already doing a job that will help to win the war? Fide ity's successful direct mail lead 


service is more than ever valuable in 
First of all, your policyholders’ premium dollars enable ° - —— . : — 
your Company to invest directly in government bonds, prospecting to conserve the time and 


~ * railway equipment and other essential American indus- travel of its users. 
tries. It takes money as well as men to win a war. 


That's natural. There are many ways to help. And if 
you are eligible for active service, more power to you. 


Second, life insurance dollars provide’a cushion against Operating in thirty-six states, includ- 
inflation. And that’s tremendously important both in ° 
ing New York and the New England 


wartime and in peace. 
states, with more than $387,000,000 


Third—and very important—the protection you arrange ‘ K dei de 
of insurance in force, the Fidelity is 


for countless American homes is an invaluable morale 





builder. In war as in peace, men still die, grow older, large enough to command prestige, 
». Re apes. small enough to maintain the common 
Yes, right now—just where you are—you are doing a touch. Since 1878 it has been faith- 
great job for America. Keep plugging at that job. Keep full a ° ° 
. : rv r - 
your chin up. See people. Tell them the message of life ful Y Pe — — and steadily build : 
insurance. The sweat and toil of all of us are needed ing its reputation as a company 
for victory. Your contribution will be in proportion to friendly alike to policyholders and 


the amount of life insura ou sell. 
e ife insurance you s agents. 
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Comment Made on 
Mortality Due 
fo War Experience 


Vice-president Leigh 
Cruess, Mutual Life, 
Discusses Outlook 


NEW YORK—Vice-president Leigh 
Cruess, Mutual Life, in discussing mor- 
tality due to war which will offset pos- 
sible civilian health gains, asks: 

“How is the mortality experience of 
United States life companies likely to be 





LEIGH CRUESS 


affected by the nation’s greatest war in 


history?” 

That’s a pretty important question 
among officials these days, he said, be- 
cause for some time now mortality has 


been the chief source of the dividend 
or refund to policyholders. With inter- 
est returns at an all-time low and show- 
ing no signs of improvement at the mo- 
ment; with taxes soaring to astronom- 
ical heights and with many other ex- 
penses likely to increase almost daily 
despite government attempts at control 
of prices and wages, the insurance com- 
pany mortality rate takes on a signifi- 
cance quite out of proportion to its nor- 
mal-time status. 


Experience of Canadian Companies 


One possible key to what may be ex- 
pected by United States life companies 
—barring unforeseen developments of a 
catastrophic nature—may be contained 
in the reports of Canadian companies 
which also do business in Great Britain. 
One Canadian company reports, for ex- 
ample, that its 1941 mortality on all 
business was better than that experi- 
enced in 1940 and that “in the more 
than two years from Sept. 3, 1939 to 
Dec. 31, 1941, our total death claims 
resulting from war amounted to only 2.2 
percent of total death claims.” Another 


Canadian company says that its experi- 

ence in Great Britain (including war 

deaths) from the day war was declared 
(CONTINUED ON PAGE 9) 





Two Companies Are 
Liberalizing Clause 


Equitable Society and 
Mutual, N. Y., Revise 
War Restrictions 


Equitable Society and Mutual Life of 
New York have revised their war 
clauses, providing broader coverage in 
line with provisions outlined by a com- 
mittee of the National Association of 
Insurance Commissioners. In_ effect, 
the new clauses of both companies pro- 
vide full coverage in the face amount, 
with certain exceptions such as mili- 
tary and naval aviation deaths, for death 
to civilians and members of the armed 
forces occurring while in the “home 
area” of the United States, Canada and 
Newfoundland. 

Both companies have made the new 
clauses effective for all new policies 
being issued. Certain provisions of war 
and aviation clauses in outstanding 
policies have been liberalized by Mutual 
Life. 


Text of Equitable’s Clause 


The new Equitable clause is: 

The Society’s liability under this 
policy shall be limited as hereinafter 
provided in the event that the death of 
the insured occurs under any of the fol- 
lowing circumstances: (1) (a) outside 
the 48 states of the United States, the 
District of Columbia, the Dominion of 
Canada or Newfoundland (herein called 
the specified area) while in the military, 
naval or air forces of any country at 
war, whether declared or undeclared; or 
(b) inside the specified area within six 
months after returning thereto and not 
later than six months after ceasing to 
be in such forces if the insured dies as 
a result of service outside the specified 
area in such forces; or (2) within two 
years from the date of issue of this 
policy as a result of war, whether de- 
clared or undeclared, when the cause of 
death occurs while the insured is out- 
side the specified area and not in such 
forces, and the insured dies either out- 
side the specified area or within six 
months after returning thereto; or (3) 
as a result of travel or flight in any 
species of aircraft, except as a fare- 
paying passenger of a commercial air- 
line and flying on a regularly scheduled 
air route between definitely established 
airports.” The clause goes on to enum- 
erate the usual benefits payable in case 
of excluded deaths and stipulates the 
regular exceptions, conditions and limi- 
tations of accidental death indemnity 
shall apply. 

Equitable, according to W. J. Gra- 
ham, vice-president, will pay the face 
amount of any policy containing the old 
style war clause in case of death in 
military or naval service occurring in 
the home area if such payment would 
be required under the new clause. The 
old clause excluded claims resulting 
from military and naval service in the 
home area. 


Not Approved for All States 


The new clause is in effect in all 
states except Connecticut, Illinois, 
Texas, North Dakota and Alaska, where 
department approval has not yet been 
secured. In Minnesota a slightly differ- 
ent clause will be used. 

The Mutual’s new clause also, with 
certain exceptions, in effect gives full 
coverage of the face amount both to 


Ponder Effect of 
Pension Trust Move 


Fear Large Buyers 
May Turn Critical Eye 
on Commissions 


NEW YORK—tThe increasing popu- 
larity of the pension trust idea is caus- 
ing agency executives to seek to appre- 
hend what the consequences to the 
sales field may be if the trend continues 
at its present pace. For one thing they 
are wondering if it won’t cause the com- 
mission element to become a factor that 
the corporation will consider and if the 
buyer will not be disposed either to in- 
duce the agent to forgive part of his 
commission or else seek to deal directly 
with the insurer. 

In the property and casualty field the 
big buyers are becoming increasingly 
conscious of the agency commission fac- 
tor and are appraising closely the serv- 
ices that are rendered for the commis- 
sion received and various rating plans 
have been devised whereunder the per- 
centage of commission reduces as the 
risk increases in size. 

Some observers feel that these large 
buyers may also question the commis- 
sion cost in connection with pension 
trust cases and measure the amount re- 
ceived by the agent against the work 
that he does. In the field of group in- 
surance the acquisition cost is at a low 
level and there is some speculation as 
to whether or not the large corporations 
may not begin to ask that pension trust 
business be handled on much the same 
basis. 

There is also the question as to what 
the effect will be on the opportunity for 
the average agent if the pension trust 
idea becomes. even more popular than 
it is today. There is some fear that a 
significant proportion of prospective 
buyers will be removed from the field 
for the type of agent who is not 
equipped to get his business in bulk, so 
to speak, from the larger corporations 
via the pension trust route. 








civilians and members of the armed 
forces in cases where death occurs while 
in the “home area.” That term has 
been broadened to include the 48 states, 
District of Columbia, Canada and New- 
foundland. Exceptions include aviation 
deaths other than as fare-paying passen- 
ger, and some deaths resulting from 
war or service in armed forces where 
the cause of death occurs outside the 
home area. In all cases, deaths result- 
ing from war and occurring within six 
months of return to the home area and 
within two years after issuance of the 
policy are excluded where the cause of 
death occurred outside the home area. 


Some Exclusions Applied 


Death outside the home area while 
the insured is in the armed forces is a 
risk not assumed, regardless of cause 
of death... With. regard to civilians, Mu- 
tual does not cover death resulting from 
war if such death occurs outside the 
home area within two years after policy 
issue, The same restrictions concern- 
ino aviation deaths as apply in the home 
area also apply outside this area. 

(CONTINUED ON PAGE 9) 
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Retirement Plan 
of Guardian Life 
Is Distinctive 


Combines Contributory 
and Non-Contributory 
Types in Its Program 


NEW YORK—Guardian Life of New 
York has announced a retirement plan 
for its agents which contains a number 
of distinctive features. One of these is 
that it combines the contributory and 
noncontributory types, thereby taking 
care of agents who are now at or near 
retirement age as well providing a 
means for agents to add to their retire- 
ment pay through their own contribu- 


tions. The latter are matched by the 
company, which also makes an addi- 
tional “back-service” contribution for 
eligible members in the company’s serv- 
ice on Dec. 31, 1942. 


Non-Contributory Benefits 


Neither the contributory nor the non- 
contributory parts of the plan have any 
effect on the agent’s first year or re- 
newal commissions. Noncontributory 
benefits are payable to eligible members 
regardless of whether they elect to par- 
ticipate in the contributory plan. For 
full noncontributory benefits an agent 
must have produced $50,000 of paid-for 
insurance in each of 15 years before at- 
taining age 65, though these need not 
have been consecutive years. In case he 
reaches 65 without having met this re- 
quirement he can keep on working until 
he has completed 15 years of $50,000 
annual production or else, if he has com- 
pleted at least 10 years of $50,000 an- 
nual production, he can retire at 65 at a 
lower rate of benefits. Agents who have 
not produced $50,000 a year for at least 
10 years will not be eligible for non- 
contributory benefits. 


Basic Non-Contributory Benefit 


The basic noncontributory benefit at 
age 65 is 25 cents per year per $1,000 
of insurance in force, regardless of 
whether renewals are still being paid on 
some of it. This rate increases yearly 
until at age 70 it reaches 50 cents per 
$1,000 of the insurance that the agent 
had in force at age 65. This benefit is 
payable whether the agent ceases writ- 
ing business or not, the theory behind 
the increasing rate being that the agent 
will continue to earn new and renewal 
commissions after reaching 65 but that 
they will taper off somewhat. 

When the agent reaches age 70 he is 
eligible for a retirement benefit of 25 
cents per year per $1,000 of the insur- 
ance he has in force at age 70. This 
benefit is payable only if he retires from 
Thus, if his insurance in force 
at 70 were the same as at 65 he could 
retire with an income of as much as 
$750 per year per $1,000,000 of insurance 
in force, solely on the noncontributory 
part of the plan. 

(CONTINUED ON PAGE 9) 
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Effect of War on 
Life Insurance 
on Pacific Coast 


A. E. Patterson Gives 
Observations After a 
Trip in That Section 


NEW YORK—tThe war influence on 
the life insurance business and all other 
activities of the Pacific Coast is some- 
thing that the rest of the country can 
hardly conceive of, according to A. E. 
Patterson, executive vice-president of 
Mutual Life who recently returned from 
a business trip covering most of the 





A. E. 


PATTERSON 


west coast. Mr. Patterson’s observations 
are particularly interesting in view of 
the likelihood that the intensive wartime 
activity may spread to many other sec- 
tions of the country before the war is 
over. 

Companies have lost many agents and 
a number of general agents and mana- 
gers to various phases of the war effort 
but those who are still in business are 
enjoying a higher average production 
and morale is excellent. For example 
Los Angeles is 8 percent ahead in sales 
of ordinary insurance for the year as 
against decreases of 6 percent for New 
York state, 4 percent for New York 
City, 9 percent for Philadelphia, 11 per- 
cent for Chicago and 9 percent for 
Cleveland, according to the Life Insur- 
ance Sales Research Bureau’s figures, 
Mr. Patterson pointed out. 


Portland Is Hard Hit 


Portland has been about the hardest 
hit of any coast city. Agencies have lost 
from one-half to two-thirds of their full 
time men. Out of 12 agencies of lead- 
ing companies, none of which had fewer 
than 5 men each and which had a total 
of 112 before the war only 48 men are 
left. Four out of the 12 offices have lost 
their general agent or manager. 

Two Portland agencies have lost one- 
third of their men, four have been cut 
to only two men, another four have lost 
half or more of their men and two agen- 
cies have lost everyone in the agency. 
Portland has been especially hard hit 
because of the shipyards while Seattle, 
where the big Boeing aircraft factory is 
located, also is an important ship build- 
ing center. 

Night-time war restrictions do not 
compare with New York City’s gloomy 
dimout but in other respects war activi- 
ties are much more in the public eye, 


Great-West Life's 
Contest Is Unique 


November Campaign 
Provides Parcels for the 
Service Men 


November has always been a contest 
month for agents of Great-West Life 
and for many years has been dedicated 
to the president. This year, however, 
in response to a growing desire by the 
field force to recognize their many 
friends and associates on active service, 
President Christie asked that the month 
be set aside to honor the large number 
of company representatives in the armed 
services. 


Pool Will Be Set Up 


As a consequence a sales contest has 
been arranged that will meet with the 
hearty approval of every agent. A pool 
will be set up by the company, made 
up of cash credits based on the produc- 
tion of each agent who attains honor 
roll standing for the month, plus pro- 
portionately larger awards for each 
higher bracket for which an agent quali- 
fies. The fund so created will be used 
to purchase Christmas parcels for all 
enlisted company representatives. Thus 
the greater the volume of business in 
November, the larger the Christmas 
parcel fund will be. 

Individual awards will also be made 
to leaders in the campaign, to take the 
form of war savings certificates in Can- 








ada and defense bonds in the United 
States. 
Mr. Patterson found. Uniforms are 


much more prevalent than elsewhere in 
the country. Women have taken over 
men’s jobs to a much greater extent 
than elsewhere, driving taxis, cleaning 
railroad cars and working in the railroad 
yards. Male elevator operators are 
rarely seen. One thing that particularly 
impressed Mr. Patterson was that the 
bell captain at one of the largest hotels 
was a girl. 

Not only is there visible evidence of 
war activity but people are constantly 
talking about local war _ industries. 
Streets are crowded. On the entire 
west coast Mr. Patterson did not see a 
single Japanese and he found that the 
unanimous sentiment there is that the 
Japanese are just where they belong—in 
internment camps. The only drawback 
has been that people owning truck farms 
have had difficulty getting anybody to 
do the work, what with the absence of 
the usual Japanese labor and the com- 
petition of high pay from the shipyards. 


Imbued with War Spirit 


Opportunities to sell life insurance are 
good among the lower income groups 
and those in the middle income brackets 
who are making more money than for- 
merly. While the general agents have to 
face greater problems of adjustment to 
changed conditions than in any other 
part of America life insurance men on 
the coast are imbued with the war spirit 
and are looking on these conditions as 
a challenge, Mr. Patterson said. He is 
convinced that home offices will do all 
in their power to help their general 
tg and managers meet these prob- 
ems. 





Connecticut Business Reported 

New ordinary business issued in 
Connecticut in 1941 totaled $168,867,- 
756, compared with $140,214,464 in 
1940, according to Commissioner Black- 
all. Group business totaled $141,812,- 
900, an increase of $60,417,266. New 
industrial was $51,834,135, compared 
with $48,137,929. 

Leaders in Connecticut in ordinary 
business in 1941 were: Metropolitan, 
$34,561,855; John Hancock, $24,182,759 
Prudential, $23,672,493; Travelers $7,- 
871,448; Connecticut General, $6,888,107 
and Massachusetts Mutual, $5,381,502. 


Many Life Agents 
Attend War Savings 
Staff Meeting 


Prominent life agents from through- 
out the country who are active in push- 
ing war bond sales attended the annual 
meeting in Kansas City of the war sav- 
ings staff of the Treasury department. 
Mrs. Henry Morgenthau, Jr., wife of the 
Treasury head, who is actively engaged 
in the woman’s division; Harold N. 
Graves, assistant secretary of the Treas- 
ury, under whose direct supervision the 
war saving staff operates, and Miss Har- 
riett Elliott, assistant secretary and head 
of the woman’s division; Mrs. William 
Gibbs McAdoo, assistant secretary, who 
has charge of this division on the west 
coast; R. W. Coyne, chief field director, 
and approximately 25 members of his 
staff from Washington, all advisers on 
the war bond program, were present. 

The state chairmen from a large num- 
ber of states attended and state adminis- 
trators from all the states, with one or 
more of their deputies. Activities of the 
entire war savings program and future 
plans were outlined. 


Work Started in April, 1941 


Life agents have been actively and 
closely connected with the war savings 
staff since April, 1941, when they offered 
their services to the Treasury through 
the National Association of Life Under- 
writers. There were approximately 35 
life agents at the conference. They are 
members of the various state administra- 
tors’ staffs, either as associate adminis- 
trators, deputy administrators or com- 
mittee chairmen. Roderick Pirnie, gen- 
eral agent Massachusetts Mutual, Rhode 
Island, is administrator for that state. 

The outstanding work of the life 
agents was highly praised by the Wash- 
ington officials and state administrators. 

W. H. Andrews, Jr., chairman Na- 
tional association committee on war sav- 
ings, announced approximately 22,000 
life agents are engaged in sale of war 
bonds and have sold and secured pledges 
amounting to 134 billions. 


Managers Association Is Host 
The General Agents & Managers As- 


sociation, of which Wayne Clover is 
president, was host to the agents. 
George L. Harrison, president New 


York Life and chairman Life Insurance 
Coordinating Committee; O. J. Arnold, 
president Northwestern National Life 
and Minnesota chairman, and W. T. 
Grant, president Business Men’s Assur- 
ance, and Gale F. Johnston, third vice- 
president Metropolitan Life, who had 
the responsibility of setting up the field 
division of the war savings program, 
were special guests. 

J. Frank Trotter and his war savings 
committee of Kansas City were hosts at 
a dinner. Dan Nee, Missouri adminis- 
trator, praised the work of the life 
agents committee in Kansas City and 
throughout Missouri. 


Ray Fuller, superintendent of agen- 
cies of Equitable Life of Iowa, has been 
visiting the Russell L. Hoghe agency in 
Los Angeles. 











No Farm Sale Activity 
Due to Lack of Help 


Although farm products have 
increased in price and there is a 
great demand for almost every- 
thing raised in the agricultural 
areas the prices of farms have not 
advanced. Life companies, there- 
fore, have not been able to dispose 
of as many pieces of land as they 
hoped might be the case. This is 
due to the fact that the farmers 
are unable to get help. Many 
young farmers have gone to war 
or defense industries and there- 
fore it is impossible to take care 
of the demands. 








Group Annuities and 
Pension Plans Now 
Will See Increase 


New Revenue Act Will 
Cause a Livelier Market 
for These Contracts 


NEW YORK—As a result of the new 
revenue act, group annuities and pension 
plans are already showing signs of a big 
production increase, as war industries 
whose fiscal years correspond with the 
calendar year rush to install such plans 
before the year-end. The livest pros- 
pects are of course among the plants 
prospering because of the war which 
are in the excess profits tax bracket. 

For example, a firm with $100,000 
subject to excess profits tax, which is 90 
percent, is going to have to give up $90,- 
000 of it to the government. If it spends 
$100,000 for a pension plan or a group 
annuity the firm is out of pocket only 
$10,000. Group annuities usually in- 
volve payments ranging from 6 percent 
to 9 percent of payrolls. Usually about 
5 percent is the payment for future 
service benefits while 3 or 4 percent rep- 
resents payments for past service amor- 
tized over perhaps a 20 year period. 

Quite a number of pension trust plans 
will have to be revised or else abandoned 
because they conflict with the new law. 
These are the plans which have been 
set up to favor the proprietors or other 
small groups within the company. 
Most pension experts however believe 
that the present law is entirely fair and 
that almost any plan which has not been 
set up to discriminate in favor of a se- 
lected few will be able to qualify either 
under the formulas laid down under the 
law or through the alternative of obtain- 
ing permission of internal revenue. 


Federal Stamp Tax 
Extended to Life, 
Accident-Health 


Under the new 1942 revenue act, the 
stamp tax on insurance policies has been 
extended in scope. Since 1918 there 
has been in effect a stamp tax on prop- 
erty insurance covering risks in the 
United States issued by an unauthorized 
insurer. That tax was originally 1 cent 
but it was increased at various times 
and last year it was set at 4 cents. Un- 
der the amendment the 4 cents tax has 
been extended to apply to indemnity, 
fidelity or surety bonds. Then also there 
is added a new section imposing a 1 
cent tax on unauthorized life insurance, 
sickness and accident and annuity con- 
tracts, and there is also a 1 cent tax on 
reinsurance effected with unauthorized 
insurers. 

Insofar as life insurance is concerned, 
the tax will have little practical effect 
as very few policies are taken by resi- 
dents of the United States in companies 
of foreign countries that are not li- 
censed in this country. 


Penn Mutual Holds Class 


A group of general agent and super- 
visors attended a two week agency 
building class at Penn Mutual’s home 
office in Philadelphia. E. Paul Hut- 
tinger, vice-president, was in charge 
with a number of other home office men 
participating. A comprehensive lecture 
and study course was given on all 
phases of general agency work. Espe- 
cial attention was given to morale build- 
ing as an extremely important factor in 
securing production under present day 
conditions. 
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Williams Scents 
Danger in Federal 
Probe at Atlanta 


President Commissioners 
Association Addresses 
Attorney General of Miss. 


At the recent convention of governors 
of southern states at Nashville it was 
announced that the federal government 
would subpoena certain important 
records of state insurance departments 
to be brought into court, supposedly to 
be used in the federal grand jury inves- 
tigation of stock fire insurance com- 
panies and insurance organizations. This 
probe is being conducted by the anti- 
trust division of the Department of 
Justice. John Sharp Williams, insur- 
ance commissioner of Mississippi and 
president National Association of In- 
surance Commissioners, has addressed 
Attorney-general Rice of his state giv- 
ing his opinion of this Atlanta investi- 
gation. He says: 

“The federal department of Justice is 
conducting a grand jury investigation at 
Atlanta, Ga., involving questions which, 
in my opinion, are of vital concern to 
Mississippi and all the 47 other states. 
This investigation is being made, seek- 
ing indictments against the stock fire in- 
surance companies for an alleged viola- 
tion of the Sherman anti-trust law. 

“You are doubtless familiar with the 
famous Paul vs. Virginia decision which 
was handed down by the United States 
Supreme Court nearly 75 years ago, in 
which it was held that insurance was 
not a commodity, either interstate or 
intrastate and was, therefore, not sub- 
ject to federal regulation, but was a 
matter for the individual state to regu- 
late and control within its own borders. 
There have been subsequent decisions, 
one as late as 1938, which concur in 
this idea. 

“Naturally the insurance industry 
has been constructed and developed with 
this decision as the controlling factor. 
The jurisprudence of the various states 
has been built around this decision. 
Each has created a department of in- 
surance and enacted regulatory statutes, 
setting out certain qualifications and re- 
quirements as a condition precedent for 
the privilege of engaging in the busi- 
ness therein. 


Encroachment in States Rights 


“It therefore follows that, so long as 
the Paul vs. Virginia decision stands, 
the question involved in this investiga- 
tion is not of federal concern and it 
would therefore be necessary that the 
decision be set aside. To set it aside 
would mean a further encroachment on 
states’ rights and would deprive the 
states of their power to regulate, tax 
and control the business of insurance, 
automatically repeal all state statutes 
pertaining to insurance and deprive the 
states of a source of revenue which is 
quite lucrative, amounting to more than 
$100,000,000 annually, nation wide, and 
to approximately $1,000,000 in this state. 
_ “A subpoena has been drawn, nam- 
ing some 1,300 companies, company or- 
ganizations, agents’ organizations and 
the insurance departments of all the 
States, the District of Columbia, Puerto 
Rico, Hawaii and Alaska. Although I 
understand that it has been served on 
only 13 organizations thus far, it is easy 
to see to what extent it is intended to 
reach, involving not only the companjes 
and their agents, but the sovereign (?) 
states as well. It is equally apparent 
that this attack is aimed at the estab- 
lished plan of operation and, if success- 
(CONTINUED ON PAGE 8) 


Berkshire Life's 
President Dies 


from Heart Attack 


Frederick H. Rhodes, president 
Berkshire Life, succumbed at his home 
from a heart attack Saturday. Repre- 
senting the Life Presidents Association 
at the funeral, which took place at the 
First Congregational Church in Pitts- 





F. H. RHODES 


field, Mass., Tuesday afternoon, were 
B. J. Perry, president Massachusetts 
Mutual; G. W. Smith, president New 
England Mutual; S. T. Whatley, vice- 
president Aetna Life, and Bruce E. 
Shepherd, actuary Life Presidents As- 
sociation, 

Mr. Rhodes was born in Moravia, 

(CONTINUED ON PAGE 8) 


Nov. 3 Elections +) 
Foreshadow Change 
in Departments 


On the assumption that a change in 
political color of a state administration 
spells a change in insurance commis- 
sioners Tuesday’s elections foreshadow 
several important departmental shake- 
ups. With Republican Dewey victori- 
ous in New York, special interest is 
taken in the position of Superintendent 
Pink, who is serving under Democratic 
appointment. Undoubtedly there will 
be a surge of sentiment in favor of re- 
taining Mr. Pink in office, as he has 
exerted a steady and progressive influ- 
ence on the business, but such consid- 
erations may not weigh in political de- 
cisions. 

The unseating of Governor Heil of 
Wisconsin will have no immediate ef- 
fect on the insurance department as 
Commissioner Duel’s term does not ex- 
pire until late in 1943. 


Michigan Change Forecast 

In Michigan there will be a chance, 
as the state went from the Democratic 
to the Republican column. It is pos- 
sible that Governor Elect Kelly may 
not make the appointment, however, 
until early summer. Prominently men- 
tioned as a possible appointee is Waldo 
Hildebrand, manager of the Michigan 
Association of Insurance Agents. That 
would be a most popular choice. 

Defeat of Gov. Olson, Democrat for 
reelection in California, will probab'v 
mean the passing of Commissioner 
Cdaminetti. Even had Olson been re- 
elected, however, it is doubtful if Mr. 
Caminnetti would have been reap- 
pointed. : 

Jess G. Read was reelected insurance 
commissioner of Oklahoma by a lead of 
between 40 or 50 thousand. This is the 
fifth time Mr. Read has won a general 
election for commissioner in adition to 
five primaries and two run-offs. 








the cattle and the accounts. 
himself in her farming future. 


acres. 


best in the state. 
raised ton-litters of pigs. 


as contour planting. 


WM. H. KINGSLEY 
Chairman of the Board 





The Farmer’s Wife 


In 1918 our underwriter sold a $2,000 policy of life insurance 
to a farmer, $1,000 to his wife. . Four years later the farmer 
died, leaving his wife with three sons and six daughters, For 16 
years he had lived on a tenant farm cultivated on shares. With 
part of the insurance proceeds, his widow was able to buy that 
40 acre farm, and she and each of her nine children bought a 
$1,000 policy. The children helped her in the fields and with 
The county farm agent interested 


Today she is her state’s first woman Master Farmer. She 
owns the original 40 acre farm and has added another 100 
She has raised over 400 bushels of potatoes an acre, 
which is considered extraordinary. 
100 bushels of corn an acre, farm experts judging it among the 
She had developed a prize winning herd of 
50 Guernsey cattle, most of them raised from calves. 
She led the way in her county by 
being among the first to adopt such modern methods of farming 


With the proceeds of the insurance to back her up, she was 
able to keep her family together, rear them to maturity. Now 
some of them are themselves successful farmers. 


¢ + ¢ 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


She has produced well over 


She has 


JOHN A. STEVENSON 
President 




















Assured's Thrift 
Being Penalized 
by Taxation 


U. S. Chamber Survey 
Shows 7%, Increase in 
Levy on Insurance 


WASHINGTON—The thrift of all 
insurance policyholders who would seek 
to provide for their own security is 
being increasingly penalized by invisible 
special premium taxes, licenses and 
fees levied by the 48 states, the insur- 
ance department of the U. S. Chamber 
of Commerce reported. 

A survey shows that special insur- 
ance taxes amounted to more than 
$113,000,000 for 1940, or 7 percent more 
than for the previous year and 100 per- 
cent greater than similar collections in 


1922 when the national chamber first 
analyzed these taxes. 


Burden on Policyholders 


“These special insurance taxes,” it 
was stated, “constitute a heavy burden 
on insurance premiums and directly 
concern the nation’s 66,000,000 life in- 
surance policyholders, as well as those 
who use fire, casualty and marine in- 
surance for the protection of property, 
personal injury or liability. It is fur- 
ther pointed out that these special taxes 
do not include levies made bv -~4nties 
and municipalities in many states, nor 
do they include federal state income 
taxes and the various other taxes which 
insurance bears in common with other 
business. 

“The special insurance taxes are paid 
by the insurance companies and mem- 
bers of the insurance industry, but they 
are eventually reflected in premium 
rates and therefore are paid by the ‘con- 
sumer’ who is the nolicvholder. 

“The thrifty individual who utilizes 
insurance to protect himself, his family 
and his property, therefore. bears this 
extra tax burden in addition to that 
which he bears in common with non- 
policyholders. 

“Inasmuch as about 95 percent of the 
taxes collected bv the states are used 
for purposes other than s"pervisory 
service to companies and policvholders, 
it is obvious that these snecial insur- 
ance taxes are discriminatorv as be- 
tween the insured and non-insured. 

“Now when all of our neonle must 
support the war program with an enor- 
mons volume of direct taxes. it is n7r- 
ticularly incumbent unon nolicvholders, 
not alone to nrevert further increases 
in. but to take action to hrine about 
reductions of this hurden of special and 
hidden insurance taxes.” 





Kansas City Life Has 
New Training Course 


Kansas City Life announces its new 
training course, “Fn Route to a Career 
of T.ife Underwriting.” and “An Fscort 
to Success.” prenared bv W. T. White- 
head. director of sales. This course de- 
parts somewhat from previous trends in 
this specialized field. There will be a 
third unit in the series. Unit 1 covers 
life insurance buvine and selling. sue- 
gestions on annroaches. fact finding, 
handling objections. stating recommen- 
dations. closine. Unit 2 covers work 
oreanization, refinine leads into dollars, 
dailv plan and results folder, monthly 
recapitulation of daily field activities, 
agents application records. Unit 3 com- 
prises the sales tract, interview control, 
ready reference tables, the life insurance 
“administrator” work sheet. 
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Complete Program 
for Joint Meeting 
in Chicago 


Details of Agency Officers 
~Research Bureau 
Gathering Announced 


The complete program for the joint 
Chicago annual meeting of ‘the Life 
Agency Officers and Sales Research Bu- 


reau commencing Nov. 17, has been 


announced by J. M. Holcombe, Jr., bu- 
reau manager. The program has been 
designed to bring much light on many 
current, pressing problems confronting 
agency officers. A representative group 
of speakers from within and outside the 
ery will interpret the theme 


“Agency Management in Wartime.” 

This year more than ever before every 
effort has been made to make the meet- 
ing a strictly business affair. It is be- 
ing held in the middle of the week to 
minimize week-end travel. High inter- 
est is indicated by a large number of 
advance reservations that have been re- 
ceived by the Research Bureau and 
Edgewater Beach Hotel where the 
meeting will be held. 

The first official meeting will be the 
general session Tuesday afternoon, Nov. 
17. Previously there will be the usual 
committee meetings. W. S. Penny, 
chairman Research Bureau executive 
committee and director of agencies Sun 
Life of Canada, will be the presiding of- 
ficer for the opening general session. 
The complete program is: 


General Session Nov. 17 


“Life Insurance in a World at War,” 
J. M. Holeombe, Jr., manager Research 
Bureau. 

“Life Insurance in the War Effort,” 
George L. Harrison, president New York 
Life and chairman Coordinating Com- 
mittee on Life Insurance. 

“The Contribution of the Agency 
Force,” W. H. Andrews, Jr., manager 
Jefferson Standard and chairman na- 
tional war savings committee, National 
Association of Life Underwriters. : 

“The Contribution of the Agency Offi- 
cer,” S. T. Whatley, vice-president Aetna 
Life. 

“War Bond Distribution,” Gale F. 
Johnston, vice-president Metropolitan 
Life. 


Events for Wednesday 


J. G. Parker, vice-chairman Research 
Bureau board of directors and general 
manager and actuary Imperial Life, pre- 
siding. 

“Recruiting in 1942,” L. W. S. Chap- 
man, consultant Research Bureau. 

“The Outlook for New Man Power,” 
Wallis Boileau, Jr., second vice-presi- 
dent Penn Mutual. 

“Old and New Sources of Man Power,” 
O. J. Lacy, president California-Western 
States. 

“Present-Day Financing — One Com- 
pany’s Answer,” W. S. Penny, director 
of agencies Sun Life, Can. 

“Appraising Managerial Ability,” V. 
B. Coffin, vice-president and superinten- 
dent of agencies Connecticut Mutual. 


Afternoon Session 


“The Weekly Premium Agent in To- 
day’s Market,” E. B. Stevenson, exec- 
utive vice-president National Life & Ac- 
cident. 

“The Ordinary Agent in Today’s Mar- 
ket,” Wendell F. Hanselman, vice-presi- 
dent Union Central. 

“Conservation at the Source—Under 
War Conditions,” J. G. Stephenson, as- 
sistant general manager and director of 
agencies, London Life. 

“A View from the Sidelines,” B. N. 
Woodson, assistant manager Research 
Bureau. 


Thursday, Nov. 19 


John H. Evans, chairman Agency Of- 
ficers executive committee and _ vice- 


‘Adjustments Nickie: 
in Official List 


Continental Casualty and 
Continental Assurance 
Announce Some Changes 


Continental Casualty has filled two 
vacancies on its board. T. Albert Potter 
was elected a director to fill the vacancy 
created by the resignation of Edison 
Dick, vice-president A. B. Dick Com- 
pany, who has taken service in the Navy 
as lieutenant commander. Mr. Potter is 
president and director of the Elgin Na- 
tional Watch Company and is a director 
of the Public Service Company of North- 
ern Illinois and the Industrial National 

Zank, Chicago. 

J. Milburn Smith was elected to fill 
the vacancy caused by the death of EF. V. 
Mitchell, who had been gener ral counsel. 
His entire business experience has been 
with Continental Casualty. He began at 
the bottom of the ladder in 1925 and 
moved forward in various capacities un- 
til in 1940 he became vice-president in 
executive charge of its accident and 
health business. 

Changes Due to Mitchell’s Death 


Various adjustments in responsibili- 
ties and duties have been occasioned by 
the passing of Mr. Mitchell. J. R. Pe- 
terson has been appointed counsel of 
Continental Casualty and H. A. Hodges 
has been named counsel of Continental 
Assurance. L. L. Beach, formerly as- 
sistant general counsel of the two com- 
panies, has been appointed associate 
counsel of each company. E. M. Kincy, 
who was assistant to Mr. Mitchell in the 
handling of fidelity and surety claims, 
has been made superintendent of the 
surety claim department of Continental 
Casualty. 

At the Nov. 4 meeting Continental 
Casualty board declared the regular divi- 
dend of 50 cents payable Dec. 31 and 
an extra dividend of 50 cents payable 
Dec. 21, both to be paid to stockholders 
of record Dec. 15. 


“State of War” Can Exist 
Without Formal Declaration 


BOSTON—An attempt by Mrs. Mar- 
cella Stankus of Worcester to collect un- 
der a double indemnity clause in a New 
York Life policy for the death of her 
son, lost at sea in the torpedoing of the 
U. S. destroyer Reuben James, failed 
when the full bench of the Massachu- 
setts supereme judicial court upheld an 
appeal by the company. 

The policy provided that double in- 
demnity “shall not be pavable if the in- 
sured’s death resulted, directly or indi- 
rectly from war or any act incident 
thereto.” The Reuben James was tor- 
pedoed on Oct. 30, 1941, while on con- 
voy duty in the north Atlantic. but be- 
fore a declared state of war existed be- 
tween the United States and any other 
nation. 

The court said in part: “The existence 
of a state of war is not dependent upon 
2 formal declaration of war. We hold 
that the clause exempting the defendant 
is not restricted to a death from a war 
being prosecuted by the United States.” 


president Ohio National, presiding. 

“Trimming the Sails,” J. Harry Wood, 
second vice-president John Hancock. 

“Keeping the Men You Have,” Dudley 
Dowell, assistant vice-president New 
York Life. 

“Improving the Agent’s Efficiency,” 
Cecil J. North, second vice-president, 
Metropolitan. 

“Specific Aid to Managers,’ Samuel E. 
Mooers, field vice-president Acacia Mu- 
tual. 

Svecial current problems forum: 

“Life Insurance—Now and After the 
War.” 

E. M. McConney, vice-president Bank- 
ers of Iowa, leader, participated in by 
the preceding five speakers. 

Address by Eugene FE. Wilson, presi- 
dent, United Aircraft Corporation. 
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Home Life Prints 
President Fulton's 
Notable Address 


The Home Life of New York has pub- 
lished in brochure form the address of 
President James A, Fulton before the 
President’s Club members. When Mr. 
Fulton says anything before a meeting 
it is always worth listening to. He is a 
resourceful, thoughtful, penerating stu- 





JAMES A. FULTON 


dent of the business. A number of pol- 
icyholders have asked for a copy of the 
address as well as agents. So great was 
the demand that the company thought it 
wise to put the address in print. It is 
now offering to send it to anyone who 
would be interested. 

President Fulton dealt largely with lite 
insurance conditions following the war 
showing the evolution of thought and 
action since Dec. 7, 1941. He recites 
what are the contributions which the life 
insurance business can make directly to 
the winning of the war. He thinks that 
it is highly necessary to get the proper 
perspective before reaching a conclusion 
as to what part anyone can take. In re- 
gard to World War I, President Fulton 
said that while “we won the battles and 
wrote the armistice we lost the peace.” 
Mr. Fulton deals somewhat with after- 
war conditions, America’s responsibility 
in the conflict, the problems confronting 
the country, and then he comes down to 
to definite question, “What is the an- 
swer to this problem of time? It is life 
insurance. The only answer under a sys- 
tem of free enterprise.’ It is a remark- 
ablv stirring piece of literature and it is 
well worth reading. 


Philadelphia Float 
Attracted Much Attention 


Seven Philadelphia life companies had 
a float in Philadelphia’s Navy Day pa- 
rade, largest and most brilliant pageant 
in the Quaker City since the last war, 
with 25,000 people in line and 500,000 
spectators. The parade included war- 
riors from the armed forces, non-comba- 
tants from all kinds of civilian defense. 
war workers, united nations, school chil- 
dren, 60 hands, 65 floats. 

The life insurance float, “Life Insur- 
ance Goes to War,” bright with red, 
white and blue, held eight life company 
employes with miniature models of vari- 
ous implements of war in their arms to 
symbolize the use of life insurance dol- 
lars that have been and are being in- 
vested in U. S. government securities 
and therefore applied in the prosecution 
of the war. 

The comnanies narticinating were 
Penn Mutual. Provident Mutual, Fidel- 
ity Mutual, Philadelnhia Wife Girard 
Life. Home Life of America, Pennsyl- 
vania Mutual. 





Office Fquipment 
Demands Will Hif 
Insurance Offices 


Tabulating and Dictating 
Machines and Typewriters 
Sought for Priority Users 





NEW YORK—Along with all other 
non-priority users of tabulating ma- 
chinery, insurance companies are being 
asked to give up voluntarily a substan- 
tial share of their equipment for the use 
of government departments and = war 
industries, where the shortage of ma- 
chines is already acute and = growing 
steadily worse. It will probably mean 
that the companies will have to go on a 
two-shitt basis for their tabulating ma- 
chine departments. As yet there is no 
talk of cutting down the number of 
machines so far as to necessitate work- 
ing around the clock. 

Acting on behalf of the War Pro- 
duction Board, representatives of the 
tabulating machine companies have al- 
ready approached a number of the com- 
panies and will get around to the rest 
as soon as they can. The WPB is 
willing to let the companies have 
enough time to complete their annual 
statement work. This would be about 
May 1, since the commissioners’ execu- 
tive committee recently acted to permit 
a 60-day extension beyond the March 
1 deadline for filing the schedules that 
go with the statements. 


Industry-Wide Basis Seen 


While the companies are being ap- 
proached individually it seems likely 
that they will work out some sort of 
industry-wide basis for placing the 
burden as equitably as possible among 
the various companies in all branches of 
insurance. Where a company has only 
One set of machines it will not even be 
approached, as it could not give up any 
of its equipment without disrupting its 
entire tabulating procedure. 

The machines that are given up by 
non-priority users will be given to no 
war plant or government bureau that 
is not already on a two-shift basis. In 
fact, even priority users will be asked 
to give up some of their machines if 
they are not being used at least two 
shifts. The WPB’s appeal has been 
couched in very moderate terms, with 
no hint that reluctance to give ‘up _ma- 
chines voluntarily would result in dras- 
tic steps. 


Machines Widely Used 


Insurance companies have become ex- 
tensive users of tabulating machinery. 
Its use has not been confined to the 
larger companies. For example. in the 
life field companies with as little as 
$15,000,000 of insurance in force use 
tabulating machinery for all their ac- 
counting operations, though there are 
not many companies having less than 
$100,000,000 in force which use ma- 
chinery solely for policy valuation pur- 
poses. Industrial companies’ use of 
tabulating equipment for the premium 
accounting has been growing more 
general. 

There are quite a few problems con- 
nected with using machines regularly 
for more than one shift. Equipment 
tends to wear out sooner with conse- 
quently more frequent need of repairs. 
Machine operators who are used to the 
usual hours do not like to change to a 
new basis. Companies are already experi- 
encing plenty of difficulty in keeping 
their skilled machine operators and a 
change in hours would tend to agegra- 
vate the problem. However, an ade- 


quate number of tabulating machines is 
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vital to the war industries and if the 
companies are asked to share their ma- 
chines they can apparently be assured 
that the load will be shared equitably 
among all non-priority users. 


TYPEWRITERS 








Insurance offices have had their rou- 
tine procedure disturbed somewhat be- 
cause of the government’s drive to col- 
lect 20 percent of the typewriters that 
have been in use in business offices. 
The government needs 600,000 machines 
and these must be obtained from busi- 
ness offices because no new typewriters 
are now being manufactured. To date 
the effort to have every business office 
voluntarily relinquish 20 percent of the 
typewriters in use has netted the gov- 
ernment something less than 150,000 
machines, No typewriters manufactured 
prior to 1935 are wanted or will be 
taken by the government. 

There are many insurance offices that 
cannot give up 20 percent of their type- 
writers without throwing routine office 
procedure out of alignment. Many of- 
fices that have cooperated with the gov- 
ernment have had to rotate the use of 
their remaining typewriters, devise 
plans for eliminating some correspond- 
ence and reduce all letter writing to a 
minimum. 


Resort to Hand Writing 


The strain on one big eastern com- 
pany has been so great that it will 
probably have to have the endorsements 
to its policies handwritten rather than 
typewritten. If the government's cur- 
rent drive to have business offices vol- 
untarily sell 20 percent of their type- 
writers is not successful, it is under- 
stood that the government will oblige 
business offices to sell the needed ma- 
chines. The typewriter offices and re- 
pair shops are handling the details and 
a fair price is given for the typewriters 
that are sold. These offices have a 
complete record of all the typewriters 
that have been sold to every business 
concern in the country, including serial 
numbers and the date of sale. 

Thus, when a call upon a business of- 
fice is made, the typewriter firm han- 
dling the case knows exactly the num- 
ber of typewriters that are on hand, 
what their serial numbers are, when 
they were purchased and for how much. 
It is understood that in time the same 
sort of drive will be carried on by the 
vovernment to acquire dictating ma- 
chines. These are not so much in de- 
mand as typewriters, but will be as time 
goes on as no new dictating machines 
are being manufactured and will not be 
for the duration of the war. 





Pauley on Pacific Trip 

Secretary C. O. Pauley of Great 
Northern Life of Chicago is on a two 
weeks agency trip on the Pacific Coast 
visiting agencies in San Francisco, Port- 
land, Seattle and Spokane. 





At Annual Meeting of 
Home Office Underwriters 








This picture, taken at the annual meet- 
ing of the Institute of Home Office Un- 
derwriters in St. Louis, shows (left to 
right) D. B. Alport, Business Men’s 
Assurance, new president; Walter Lem- 
kuhl, American Reserve Life, and W. E. 
Jones, Provident Life & Accident, retir- 
ing president. 


Daliainees Meetine with 


General Agents Group 


A joint meeting of the General 
Agents & Managers Round Table of 
Baltimore and the Baltimore C.L.U., 
was held. The following were presented 
their C.L.U. diplomas: Robert B. Du- 


Val, Home Life of New York; Jacob 


— IN snare mneeneanel 


Gordon, Prudential; David B. Schapiro. 
Reliance Life. A, J. Lewallan, formerly 
with the Northwestern Mutual Life at 
Baltimore, also studied with this group 
but was unable to be present at the 
meeting for the awarding of his degree 
due to his transfer to Pittsburgh. 
Louis Ehrenworth, Metropolitan Life, 
was awarded a certificate for having 
successfully completed all the courses 


- 
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of study given by the Baltimore Insti- 
tute of Life Underwriters. 

James P. Graham, Jr., Aetna Life. 
president Round Table, presided, and 
the awarding of the degrees was by E. 
J. Clark, Sr., chairman of the board 
American College. 

Wallis Boileau, Jr., 
Penn Mutual Life, discussed 
Prestige.” 


vice-president, 
“Agency 








men to resist. 


We've Bagged the Limit 


By the thousands each fall men take to the field in the 
hunt for ring-neck pheasants, grouse, quail and cotton 
tails. The lure of the open space, the crisp season's air 
and the smell of gun powder are too strong for sports- 


The enthusiasm for such sport compels early rising 
and in the field by the crack of sun-up. The miles of 
tramping through woods and corn stalks, over fences 
and into deep swales, though deathly tiring at times, 
don't stop the bounding search for game. The thrill of 
flushing, firing, and claiming the game keeps one going 
on until "we've bagged the limit." 


Salesmen are hunters. They “hunt'' suspects; they 
"hunt" sales. The field is crowded with sales oppor- 
tunities now — more men and women working, more 
babies born than ever before, more money in circula- 
tion by three times than in the last war. 


Without some hardships, hunting would be no fun; 
likewise, selling becomes monotonous. 


When we as salesmen become imbued with the en- 
thusiasm of the hunter, with his burning desire to work 
until "we've bagged the limit'' each day, then will our 
social and patriotic duty be accomplished. 


THE MIDLAND MUTUAL 


LIFE INSURANCE COMPANY 


COLUMBUS, OHIO" 
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of Great Concern 


Need Data for Men 
Going Into Service, 
Thompson Declares 


DETROIT—With military service 
making heavy inroads upon the person- 
nel of the life agencies and companies, 
manpower has become the No. 1 prob- 
lem, Dr. J. P. Williams, director educa- 
tional advisory department American 
College of Life Underwriters, told the 
Associated Life General Agents & Man- 
agers of Detroit. 

Company offices are short of em- 
ployes and agencies are operating with 
“skeleton crews”, while general agents 
are cudgeling their brains for means of 
securing additional agents who will fit 
into the picture. Plenty of men can be 
obtained from businesses reduced or cut 
off by priorities, but the bulk of such 
men are not well adapted to life insur- 
ance selling, he declared. 


Takes Time to Train Men 


Unfortunately, it takes considerable 
time to prepare a man for adequate use- 
fulness in selling life insurance. Sales- 
men, even those accustomed to selling 
intangibles, cannot be put into the field 
without a thorough and lengthy train- 
ing. All of which emphasizes the need 
for advanced training of both new men 
and the established underwriters, who 
must be given advanced training to re- 
place key agency men now in or soon 
to go into military service. The CLU 
training work can be definitely helpful 
in this respect, he pointed out. 

Another major problem was brought 
to light by Secretary-Counsel H. B. 
Thompson, who called attention to the 
confusion and lack of information at 
hand about what men entering military 
service need to do to protect their pres- 
ent life insurance programs. Little data 
has been distributed by home offices on 
this current problem, he said. 


Wants More Data 


This lack of data was underscored re- 
cently by the Michigan Medical Society 
in asking for information on the proper 
procedure for doctors entering service 
to take to protect their insurance pro- 
grams. The society asked what organ- 
ized effort is being made to supply such 
data to the underwriters and in turn to 
the assureds. The letter pointed out that 
there has been some conflict in data 
given the doctors by various underwrit- 
ers and asked for clarification of the 
situation. 

The National association seems to be 
in confusion on the matter, Mr. Thomp- 
son declared, so the Michigan Associa- 
tion of Life Underwriters appointed a 
committee to investigate. The best in- 
formation the committee was able to 
find, he said, was a booklet put out by 
Diamond Life Bulletins of THE 
NATIONAL UNDERWRITER entitled “Service 
for Service Men.” Mr. Thompson urged 
that the association purchase a supply 
of these booklets for distribution to lo- 
cal associations at cost and to the med- 
ical society, bar association and other 
interested organizations without cost to 
them. The motion was adopted. 


Report on Bond Sales 


A. P. Johnson, Great-West Life, war 
bond chairman, reported payroll deduc- 
tion plans installed in Detroit now total 
deductions of $656,285 per week, with 
93 percent of the plants approached co- 
operating and the deductions amounting 
to 11.4 percent of payrolls. Plans are un- 
der way for the sale of Series F and 
G bonds by the war bond office, he said, 
to supplement the work on Series E 
bonds now under way. 

A. D. Sutherland, Home Life, chair- 
man of the war chest committee, out- 
lined plans for associational aid to the 
city’s war chest drive. C. A. Macauley, 


Taggart Advises to 


Conserve Policies 


Be the other life agents’ renewal 
agent in these times, for any life policy 
in force is better than no policy at all, 
Grant Taggart of Cowley, Wyo., presi- 
dent National Association of Life Un- 
derwriters, declared in a talk at a lunch- 
eon meeting of the Chicago Association 
of Life Underwriters. 

Mr. Taggart demonstrated he was a 
sloganeer of considerable ability, get- 
ting off pungent paragraphs in making 
his points. This was not his formal 
talk relating to National association at- 
fairs, but an informal crystallization of 
many of his own sales ideas which have 
made him a millionaire producer. ; 

Don’t let the prospect feel he is 
doing you a favor by taking a_ policy, 
Mr. Taggart warned. Make him feel 
that his “yes” is much less important 
than the company’s “yes” in agreeing to 
issue the policy. ; 

“Many people who are wrapped up in 
themselves make small packages,” he 
commented. He deprecated the use of 
“soft soap,” which he said is “90 per- 
cent lyes.” People today should feel 
more their duty to their government 
and less the obligations of government 
to them. ’ 

He said life men are in a fortunate 
business, with no priorities or scarcities. 
He told of a storekeeper in Wyoming 
whose business war economics have so 
seriously affected that he does not 
bother to open until 9:30 a.m., always 
closes from 12 to 2, and usually leaves 
the boy whom he calls the “vice-presi- 
dent in charge of sales prevention” in 
charge in the afternoon with instruc- 
tions to close up at 4:30. Lack of con- 
sumer goods to sell is the great trou- 
ble there. ; 

Mr. Taggart touched briefly on the 
National association’s legislative pro- 
gram, saying that of the eight objectives 
aimed at in the new tax law, the asso- 
ciation got what it wanted in seven. He 
noted. at least 40 life companies have 
pension plans and even more which do 
not have such plants are granting life 
time renewals to agents. ‘ 

. H. Brennan, president, presided 
and made announcements. The various 
committees now are thoroughly organ- 
ized and are getting to work on the sea- 
son’s activities, he reported. A more 
intensive effort to sell war bonds on 
salary deduction is under way. 





Bernhard Resigns Old Line 
Life Post in Chicago 


Raymond S. Bernhard has resigned as 
general agent of Old Line Life of Mil- 
waukee in Chicago. He has effected a 
brokerage arrangement under which he 
will service his clientele and continue his 
personal production. 

Mr. Bernhard entered life insurance 
field at Chicago in 1928 with the Heifetz 
agency of Mutual Life of New York. He 
was a Field Club qualifier year after 
year, and for many years was educa- 
tional director of the agency. 

He is the author of a loose-leaf serv- 
ice known as “Business and Estate In- 
surance Service” used by field men in 
presentations. 

After 10 years with Mutual Life he 
resigned to become assistant general 
agent of the John Dingle agency of 
Massachusetts Mutual in Chicago. Upon 
Mr. Dingle’s resignation in 1938, Mr. 
Bernhard went into personal production. 
In 1940 he started a new agency for Old 
Line Life Chicago, which he has oper- 
ated for the last two years. 

Mr. Bernhard for the time being will 
devote himself to his personal business, 
but is considering another agency con- 
nection. 








John Hancock Mutual, paid tribute to 
the memory of the late Lee Gillette, 
general agent Penn Mutual, who died 
since the previous meeting, and a rising 
tribute to him was paid by all of the 
members present. 





Study 
Gn 
Continuity 


(reading time 29 seconds) 


Year by year, every year since incep- 
tion, Continental Assurance has grown 
in life insurance in force and in ad- 
mitted assets. Last year, gain in new 
business written was more than one- 
third of the total written in the pre- 


ceding 29 years! 


An agency-minded company, building 
its sales and cooperation program on 
the basis of working with agents... 
Continental Assurance could not have 
attained its present eminence without 
corresponding growth and progress of 


individual Continental field units. 


Looking into the record provides a 
thoughtful study in continuity... and 


cumulative effort. 


Nationally SKnown for 
Strength and Growth 
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Volunteer War 
Workers Are 
Sales Leaders 


New York Life has gotten out a pub- 
lication “Nylics for Victory” which 
sketches the participation of New York 
Life agents in civilian defense work 
with the idea of stirring the field force 
to engage in these operations to an even 
greater degree. The management not 
only desires to have the agents promi- 
nently identify themselves with civilian 
defense because of the public service 
they can render, but also because it has 
become clear that an agent who is an 
industrious civilian defense worker steps 
up his production. That is not alto- 
gether because of the prestige that he 
acquires and the acquaintances that he 
makes, but also because he is in action, 
is hustling about, and does not enjoy 
the leisure that may breed inertia. For 
instance, “Nylics for Victory” cites the 
example of H. M. Van Noorden of To- 
ledo who has been devoting one day a 
week to auxiliary coast guard duty on 
the water. He gets no insurance leads 
from that activity, but during the first 
eight months of this year he produced 
66 applications for $149,000, better by 80 
percent than for the parallel period last 
year. 

There is a prefatory message from 
Vice-president L. Seton Lindsay, who 
is captain of a company of the New York 
City Patrol Corps, composed of home 
office employes of New York Life, Met- 
ropolitan and Equitable Society. He 
observes that more than 1,000 New York 
Life people are in the armed services. 
Two have lost their lives in service. 
Those remaining, he said, can help, 
firstly, by putting forth extra effort in 
the primary task of selling life insur- 
ance, because that is a contribution to 
the over-all efforts of the government. 
The second obligation is to take part in 
volunteer civilian war activities. The 
agent, he points out, is particularly well 
qualified for such work. He has a nat- 
ural ability to cooperate and deal with 
people, and he can arrange his time in 
such a way as to be particularly valuable. 
New York Life intends to ask its branch 
offices for a report covering the 1942 op- 
erations of its men in war work. 

There are set forth accounts of activi- 
ties of 13 agents that are doing outstand- 
ing civilian defense work and that have 
also shown conspicuous increases in life 
insurance sales. 


Life Counsel Association 
Postpones Annual Muster 


The Association of Insurance Counsel 
will not hold its annual meeting in De- 
cember, as is customary, but has post- 
poned it till March 31-April 1 at the 
Waldorf Astoria, New York City. It 
will omit the midyear meeting usually 
held in the late spring. The executive 
committee will meet in January to pre- 
pare the program. 


Penn Mutual Direct Mail Winner 


At the Direct Mail Advertising As- 
sociation’s annual meeting, Penn Mu- 
tual was the only life company named 
among the 50 winners. The Penn Mu- 
tual entry was the policyholders’ poll 
survey used during policyholders’ 
months last spring, and was designed 
by Albert Fitz Randolph of the com- 
pany’s sales promotion division. 





Bankers National Anniversary 


The anniversary drive of the Bank- 
ers National Life, held in September to 
mark the completion of 15 full years of 
its history, proved a success, in that 
practically every member of the field 
force contributed to the effort. Oct. 5, 
1927 is the date on which the company 
first opened its doors for business, and 
September therefore was the last full 
month before reaching the 15th anni- 
versary. All details of the plan were 
centered around the numeral “15” and 


each agent accepted a quota for the 
month, based on the average monthly 
production for the preceding 11 months. 

The leader for the contest in actual 
volume produced was George E. Par- 
ris of Philadelphia, with $77,500. 





Knight Agency Figures 

Paid for business of the C. B. 
Knight agency of the Union Central 
Life in New York City for October was 
$917,728. Total paid for business for 
the 10 months is $17,828,294, compared 
with $15,599,692 for the corresponding 
period last year. 





Phillips on Guertin Report 

President T. A. Phillips of Minnesota 
Mutual Life will discuss “The Practical 
Aspects of the Guertin Report” at a 


meeting of the Twin City Home Office 


Life Club in St. Paul Nov. 10. Com- 
missioner Johnson has been invited to 
attend and it is likely that senior officers 
of both Minnesota Mutual and North- 
western National Life will attend. 
Newly elected officers of the club 
bei take over at this meeting. They 
: David McCloud, Minnesota Mutual, 
pe sa ea for St. Paul: James Honey, 
Northwestern National Life, chairman 
for Minneapolis; Carl Hause, North 
American Life & Casualty, Minneapolis, 
secretary. 





Caminetti’s Position Clarified 


In the Oct. 23 issue dealing with the 
position on reinstatements of Commis- 
sioner Caminetti of California, it was 
stated that Mr. Caminetti “is not en- 
tirely in agreement with Holmes’ (Com- 
missioner Holmes of Montana) view 


that life insurance contracts must be 
construed in accordance with legal prin- 
ciples, and not on the basis of sociologi- 
cal considerations.” This sentence should 
have read, Commissioner Caminetti “is 





entirely in agreement with Holmes’ 

view,” etc. 

Humphries N. C. Deputy 
RALEIGH, N. C—W. F. Hum- 


phries of Asheville has been appointed 
deputy insurance commissioner of North 
Carolina, to fill the vacancy caused 
when W. P. Hodges was advanced to 
commissioner to succeed the late Dan C, 
Boney. 

A graduate of the University of North 
Carolina with B. S. in commerce and 
LF 3 degrees, Mr. Humphries recently 
has been serving as director of publica- 
tions in the office of secretary of state. 











“RALPH, YOU SEEM TO BE THE BUSIEST 
MAN IN TOWN THESE DAYS...” 


“MAYBE | AM, TOM. THESE ARE 
IMPORTANT TIMES FOR LIFE 
INSURANCE MEN... 





“You see, Tom, lots of people are making extra money 
now. That means that we have a better market for life 
insurance. But it means something else, too. It means 
that these families will be better off for years to come 
if they invest their money in life insurance. So we're 


helping other people as well as ourselves!” 





LiFE INSURANCE COMPANY 


OF BosTON, MASSACHUSETTS 


GUY W. COX, President 
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Roses in Federal 
Probe at Atlanta 


(CONTINUED FROM PAGE 3) 


ful, will deprive hundreds of our citizens 
of their livelihood, as it would destroy 
the American agency system. 

“Tf the idea of centralization of au- 
thority continues and gains momentum, 
it occurs to me that we will no longer 
have a union of sovereign states, but 
a centralized government which is not 
in keeping with our way of life.” 








Berkshire Life’s President 
Dies from Heart Attack 





(CONTINUED FROM PAGE 3) 


Pa., July 14, 1878, and began his insur- 
ance career as office boy in the Pitts- 
burgh office of the Berkshire Life in 
1892. He carried a rate book there 
until 1910 when he was appointed gen- 
eral agent in New York City. He was 
the largest personal producer of the 
Berkshire’s field force. He was elected 
vice-president and agency director in 





Do You Have 
a Recruiting Problem? 


General Agents today need all 
the help a Home Office can 


give— 


SO WE ANNOUNCE 


the publication of a new visual 
presentation plan for selling our 
popular forms of insurance 


Prepared from actual selling experi- 
ence with a complete text for 
Agents’ use in making presentation. 


Designed with special care to 
help General Agents of the 
Lafayette Life get new men un- 
der production with a minimum 
of time, travel and expense. 


This plan added to our liberal Gen- 
eral Agent’s contract, including office 
allowance, new financing plan for 
agents, bonus and over-writing on 
new organization, and non-forfeiture 
renewal commission provisions, offers 
an unusual opportunity for the Gen- 
eral Agent. 


The LAFAYETTE LIFE 
INSURANCE COMPANY 


RANDALL G. YEAGER 


Superintendent of Agencies 


LAFAYETTE LIFE BUILDING 
LAFAYETTE, INDIANA 
General Agency development in Illinois, 


Michigan, Missouri, 
Nebraska, Ohio and Tennessee 


Indiana, Iowa, 











1923 and president in January, 1925. 
Due to the fact that Mr. Rhodes had 
been so successful in the field and there- 
fore knew all its problems, he was 
highly regarded by the agents. 

Mr. Rhodes was 64 years of age. His 
friends were planning to give a dinner 
in his honor Dec. 19, in celebration of 
his completing 50 years with the com- 
pany. 

He was a director of the Pittsfield 
Third National Bank & Trust Co., a 
trustee of the City Savings Bank of 
Pittsfield, a director of the Pittsfield 
Boys Club. He is survived by three 
sons, Paul W. of Detroit; Charles of 
New York City, and F. H., Jr., who is 
in the army. There are two daughters. 
Miss Virginia Rhodes is with the Red 
Cross at Camp Mead, Md., and Mrs. 
Gerald LaGrange is in Watertown, 
Conn. 





Questions Under Federal 
Tax Bill Are Answered 


Several questions have been raised 
during the past week by agents regard- 
ing the new federal revenue law. One 
of these was whether or not premiums 
paid for insurance on key men of a 
business concern are deductible as a 
credit against the tax liability of the 
concern. 

Such premiums are not deductible as 
a business expense, and never have 
been. As a matter of fact, the life in- 
surance people have generally held that 
this is as it should be. If such premi- 
ums were deductible, then the proceeds 
from such policies would become tax- 
able and would remove insurance from 
the special category in which the life 
insurance people believe it should be. 
The tax liability would be greater if it 
fell on the proceeds and there was a 
deduction for premiums paid than it is 
under the present setup. 

The other question dealt 
credit for payment of life insurance 
premiums in the victory tax. There 
was some doubt as to whether the 
credit permitted, which is for premiums 
on life insurance in effect Sept. 1, 1942, 
other fixed obligations, and war bonds, 
could be taken currently or only at the 
end of the war. These credits can be 
taken beginning in 1944, against the vic- 
tory tax paid the preceding year. How- 
ever, to the extent the credits are used 
currently, they are not available follow- 
ing the war. 


with the 


Mutual Life Names Hull as 
Agency Organizer at Buffalo 


Harry Hull, Jr., agent of the Mutual 
Life of New York in its Rochester 
agency since 1937, has been promoted 
to agency oragnizer of the Buffalo 
agency, Liberty Bank building. He has 
long been active in civic affairs. 





Irving Davis with Guardian 


Irving Davis, formerly assistant edi- 
tor of the “Eastern Underwriter,” is 
now connected with the agency depart- 
ment of Guardian Life of New York, 
where he will hande publicity, advertis- 
ing, house organ work, and bulletins 
under the direction of Agency Secre- 
tary J. C. Slattery. 





Cont. Assurance Dividend 


Continental Assurance of Chicago 
has made provision for dividends to pol- 
icyholders under its participating poli- 
cies on substantially the same basis in 
1943 as obtained in 1942. 





Open “New Front” Campaign 


A nation-wide “New Front” campaign 
was opened Monday by Union Central 
Life. This is a one-month drive, with 
the major objectives of new prospect 
names and applications. The campaign 
is developed along a simple, tested pros- 
pecting technique to bring the agent in 
touch with more prospects whose in- 
comes have stepped up in 1942. Re- 


sponse to the preliminary announcement 
showed the field force was strongly sup- 
porting the effort. Over 500 agents 
pledged support within less than a week. 


W. E. Hays Speaks in Columbus 


William E. Hays, director of agencies 
of New England Mutual Life, will 
address the Life Managers & General 
Agents Association of Columbus Friday 
on “The Challenge in Today’s Market.” 





Sam Liberto, one of the leading per- 
sonal producers of the San Antonio 
agency of Great Southern Life, has 
been elected grand knight of the San 
Antonio council of the Knights of Co- 
lumbus. 

Robert L. Euper, 51, president United 
Mutual Life of Kilgore, Tex., died from 
a heart attack. He moved to Kilgore 
from El Dorado, Ark., and had been a 
resident there 11 years. 


Los Angeles C. L. U. to 
Entertain Civic Leaders 


The Los Angeles C. L. U. chapter 
will depart from its regular scheduled 
initial meeting of the year, and will give 
a stag banquet Nov. 18 for its members 
and public officials, professional, educa- 
tional, business and manufacturing lead- 
ers. It will have for its motif building 
prestige for life insurance and _ the 
C.L.U, in particular. Thirty-eight civic 
leaders already are included in the list 
of guests and this probably will be 
extended. 

Arthur H. Young, head of the Indus- 
trial Relations Institute at California In- 
stitute of Technology, will speak on 
“The C. L. U. and Today’s Economic 
Development,” and President Eldin L. 
Smith will talk on “The Profession of 
Life Underwriting.” 

















When a new man starts on a selling career with 
Connecticut General, he soon learns that he is associated 
with a Company that is determined to see him succeed. 


or one thing, he retains throughout his selling career 
personal and helpful contact with the men responsible for 
Connecticut General’s effective and continuing training 
program. This, in itself, helps keep him working at peak 
effectiveness. But as a vital supplement to his personal 
selling efforts, he receives from the Home Office a steady 
supply of powerful and timely sales promotional aids. In 
addition to all this, the opportunity is always open for him 
to discuss his problems with top management men . . . 
to obtain the benefit of the most experienced thinking 
within our organization. 


Insurance men in the field who have the opportunity 
to keep in close contact with their company are the ones 
most likely to succeed. And that’s one important reason 
why so many men have built profitable and satisfying 
careers with Connecticut General. 
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Comment Made on 
War Mortality 


(CONTINUED FROM PAGE 1) 


in 1939 to June, 1942, was approximately 
6 percent better than its average for 
operations in Canada, the United States 
and the British Isles. The favorable 
mortality experience in Britain bears tes- 
timony, among other things, to im- 
proved health conditions, partly ascrib- 
able directly to the war. 

The general population figures in the 
United States reflect a similar improve- 
ment in health and mortality. For ex- 
ample, the death rate from pneumonia 
has been cut by more than half during 
the last four years; deaths from auto- 
mobile accidents decreased 15 percent 
during the first six months of 1942 as 
compared with the corresponding 1941 
period. Not measurable is the improve- 
ment in health of the millions of young 
men now in training camps or the effect 
on civilians of many defense activities 
such as first aid, nursing and the like. 

There is, of course, a less promising 
side to the over-all mortality picture, as 
pointed out by Mr. Cruess. While tak- 
ing into consideration the favorable fac- 
tors involved, Mr. Cruess stresses that 
there still are actual and presumably 
increasing combat deaths among the 
armed forces which must be reckoned 
with. “The recent Commando raid on 
Dieppe, the expected establishment of a 
second front and the activities in the 
Solomon Islands are a portent of what 
is imminent, and the United States army 
and navy are destined to play a much 
bigger part than heretofore,’ he de- 
clares. “We can hazard no guess as to 
probable war casualties when our fight- 
ing men really come to grips with the 
enemy, but the potentialities of modern 
warfare are indicated by the tremendous 
casualties now being suffered on the 
Russian front.” 

Mr. Cruess also points to the possi- 
bility of actual war losses among 
civilians as a result of air raids and the 
further possibility of an epidemic sim- 
ilar to the influenza scourge of 1918, 
which shot life insurance mortality up 
about 30 percent. He believes, however, 
that the nation at present is far better 
prepared to cope with. epidemic condi- 
tions than it was in 1918. 

With due regard for all the angles, 
and leaving out of consideration the un- 
known factor of actual combat deaths, 
the picture of the probable future of life 
insurance company mortality experience, 
while far from rosy, is still more rosy 
than gray. And, in this respect, what’s 
good for the companies is good for the 
country as a whole. 


Retirement Plan 
Is Distinctive 


(CONTINUED FROM PAGE 1) 

Contributory benefits depend on the 
amount of the member’s contributions 
plus matching company contributions, 
all accumulated at 2% percent interest. 
The mortality and interest basis for de- 
termining the amount of the annuity to 
be received is fixed and guaranteed for 
the entire duration of membership when 
the member makes his first contribution. 

An eligible member may contribute in 
any year any amount up to 20 cents per 
$1,000 of paid business plus 40 cents per 
$1,000 of increase in insurance in force. 
When the member has had 15 years of 
service and has attained age 55 he may 
at any time thereafter use the amount 
thus accumulated out of his own and 
the company’s matching contributions 
to provide an immediate annuity or may 
draw out in cash in any year up to 
10 percent of the maximum amount 
which has been in the account at any 
time. If he chooses an annuity he may 
elect a straight life annuity, refund an- 
nuity, joint and survivor annuity or any 
other form approved by the retirement 
committee. 

If a member dies while in the com- 





pany’s service and before an annuity 
benefit has been elected his contribu- 
tions with 2% percent interest are paid 
to his beneficiary in addition to the 
$1,000 group life insurance being carried 
for the member. If he has had 15 or 
more years of service the company con- 
tributions standing to his account, plus 
interest, are also added. 

It a member withdraws from service 
before completing 15 years he receives 
his own contributions without interest 
and the balance of the account remains 
to provide part of the cost of benefits to 
surviving members. If a member leaves 
the company after having completed 15 
years of service he may elect an an- 
nuity to be provided by the balance held 
on his account from his own contribu- 
tions plus the company’s contributions, 
plus interest. Or if he wants a lump 
sum in cash he may withdraw his own 
contributions plus 2 percent interest, 
less previous withdrawals, if any, and 
receive no benefit from the company’s 
contributions. 

For members eligible to contribute as 
of Dec. 31, 1942 the company will con- 
tribute on account of insurance in force 
as a result of their past service an 
amount equal to 10 cents per $1,000 of 


insurance in force on Dec. 31, 1942 in 
excess of $250,000 and will continue to 
make this contribution for 10 years or 
until the member becomes eligible for a 
noncontributory benefit, if he becomes 
eligible within 10 years. 

Neither the contributory nor the non- 
contributory plan will have any effect 
on the agent’s contract. The system 
will be administered by a committee 
made up of the actuary, the agency 
vice-president, and an agent elected by 
the Leaders Club. 

The plan was explained to New York 
City, Brooklyn, and Newark agents at 
a meeting in New York City. Agency 
Vice-president F, F. Weidenborner, As- 
sistant Superintendent of Agencies G. 
L. Mendes and Agency Secretary J. C. 
Slattery will visit the other agencies to 
outline the setup. 





Two Life Companies Are 
Liberalizing War Clause 


(CONTINUED FROM PAGE 1) 





Under the new clause, the amount 
payable as a claim in event of death 
from a restricted cause is now the 





As we at home sweat and scrimp and 


debts, and buy War Bonds, we are not only doing what we must do 
to win the war, but we are helping to make America after the war a 
stronger nation, a better place for soldiers to come home to. 

We are toughening body and spirit — and that is a good and 


wholesome thing. At the same time w 


families that stand on their own feet financially — families better pre- 


pared to do whatever must be done i 


This is the silver lining behind the gathering cloud of sacrifice 


and self-denial. It is something a lif 
template with special satisfaction... 


of the family, whether or not the breadwinner lives out his normal span, 


has always been the prime objective o 
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greater of (1) the reserve on the policy, 
less indebtedness, or (2) total premiums 
paid, less dividends paid, with com- 
pound interest at 3 percent, less indebt- 
edness. 

The new clause will not be made 
retroactive in its entirety to apply to 
existing policies with war clauses. Al- 
though the clause generally is more fa- 
vorable with regard to deaths inside the 
home area, clauses in general use up to 
now are more favorable in most in- 
stances with regard to deaths outside 
the home area. 


Interpretation on Old Form 


Provisions of existing clauses have 
been liberalized so full coverage will be 
given except where death results from 
a cause occurring outside the home area 
or from action by or against the enemy 
during an invasion. This liberalization 
does not affect existing restrictions con- 
cerning aviation and double indemnity. 
As a further benefit to policyholders in- 
sured under existing contracts, 3 per- 
cent interest will be paid in case of 
death resulting from a restricted cause 
where the death benefit is reduced 


under the policy terms to premiums less 
dividends. 








save — as we pay taxes, pay off 


e are creating solvent families — 
n tomorrow’s unknown world, 


e insurance company can con- 
for the financial independence 


f our business. 
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How to plan your life insurance 


Right after Pearl Harbor, this com- 
pany suggested the following procedure 
to life insurance buyers: 


ment policy with high cash accumula- 
tions, we recommend that when you 
buy additional new insurance you buy 
low-premium policies with smaller 
accumulations, 
protection against death. There will 
be a difference in premium cost. Put 
that difference into War Bonds.” 

This advice seemed good then, and it 
seems good today. 

The NWNL agent has an extra incen- 
tive for giving you the unbiased counsel 
you need especially today, when life in- 
surance dollars must do a bigger job 
than ever; he is paid n6t primarily for 
his new sales, but for the quality of his 
service to policyholders, ; 
their persistence in keep 
insurance he has sold them. 


in time of war 


. instead of the so-called invest- 
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INSURANCE MEN IN ARMED SERVICES 





Million Dollar Producer 
Joins Army Air Corps 


John R. Rhoads, agency assistant of 
Manufacturers Life in Philadelphia, has 
army air 
Bolling 


corps and 


enlisted in the 
Field, 


reported for service at 





JOHN R. RHOADS 


Washington. He went to Manufactur- 
ers Life in 1939 after nine years of life 
insurance experience in Philadelphia. In 
1941 he led the entire field force with 
paid business that earned him member- 
ship in the Million Dollar Round Table. 





C. P. Johnson, cashier of the Travel- 


ers’ Waterbury, Conn., branch office, 
las been called to service. P. J. Foran, 
assistant cashier of the company’s Hart- 
ford branch, is now in charge of the 
cashier’s department in Waterbury. 

Jack DuPree, formerly with the group 
insurance department of Prudential in 
Chattanooga, Tenn., has been awarded 
his wings as an ensign in the naval air 
force. 

Many life insurance people will learn 
with interest that Dr. Henry R. Carstens, 
for many years medical director of the 
old Detroit Life, is now a colonel in 
command of the 17th General Hospital 
Regiment in final training in Camp Mc- 
Coy, Wis., preparatory to overseas serv- 
ice. He has resigned the presidency of 
the Michigan Medical Society to take on 
this position, He seryed 30 years on the 
national staff at Harper Hospital in De- 
troit. 

Emmett L. Roach, assistant manager 
of the life department of Travelers in 
Kansas City, has entered service. 

Eugene O’Keefe, former Union Cen- 
tral Life general agent in Hutchinson 
and secretary of the Kansas Associa- 
tion of Life Underwriters, has been ad- 
vanced to lieutenant colonel in the 
army at Omaha, Neb., where he has 
been stationed for 18 months. 

Roy K. Barnes, son of L. W. Barnes, 
general agent of Equitable of Iowa in 
Omaha, graduated from the officers 
training school at Fort Benning, Ga., 
and will be stationed at Camp Adair, 
Ore. He returned home and is now in 
Des Moines spending a few days with 
his wife’s relatives. He has the rank of 
second lieutenant. 

Francis J. Taylor, Metropolitan Life 
agent at Menominee, Mich., has entered 
the navy in the V-6 class and reported 
for service at Great Lakes. 
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Coast Association Leader 
Enters Army Service 








LARA P. GOOD 


Lara P. Good, for many years man- 
ager of the Prudential ordinary depart- 


ment in San Diego, long prominent in as- 
sociation activities, has been called to 
active service as a captain in the army. 
He has already left for Oklahoma where 
he will serve with the remount depart- 
ment. Mr. Good served a few years ago 
as secretary of the National Association 
of Life Underwriters. 





~ CHICAGO 








CLAIM MEN MEET NOV. 10 


The Chicago Claim Association at its 
dinner meeting Nov. 10 at the Electric 
Club will hear three speakers on the 
subject of investigating claims. J. W. 
Weir, Metropolitan Life, will talk on 
claims involving “Accidental Death;” 
R. P. Ganier, New York Life, “Con- 
testable Policies,’ and E. O. Adler, Mu- 
tual Life of New York, “Permanent 
Total Disability.’ There will be a dis- 
cussion after each talk. 





NEW YORK LIFE CEREMONY 


An interesting ceremony will take 
place in the auditorium of the Field 
building in Chicago next Monday after- 
noon at 2 o’clock. When the New York 
Life put into operation its new educa- 
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tional training course it was received 
with a very favorable response. There 
were 175 agents in Chicago that pur- 
sued the course and “graduated.” Vice- 
president G. M. Lovelace will be pres- 
ent to participate in the ceremony of 
presenting diplomas and also Cameron 
Hurst, the instructor who got up the 
material. Inspector of Agencies Lloyd 
Lafot of Chicago will be in charge. 


SPINDELL REVIEWS REVENUE ACT 


The Chicago Life Insurance & Trust 
Council held a meeting Wednesday at 
which Robert F. Spindell of Spindell- 
Millett Service spoke on “The Effect of 
the 1942 Revenue Act on Pension and 
Profit Sharing Trusts.” E,. B. Thurman, 
New England Mutual, was in the chair. 


Security Mutual 
Uses New Method 
in Rate Figuring 


Security Mutual of Binghamton has 
produced its new rate book in a novel 
way by an unusual application of Inter- 
national Business Machine equipment. 
The company by this means calculated 
new premiums, surrender values, re- 
serves, etc., and produced the new rate 
book in a much shorter time than usu- 
ally required. A high degree of accur- 
acy was attained by the new method 
through elimination of the human ele- 
ment from many operations. 

Master cards containing necessary 
factors were prepared, after which the 
whole calculation process was practic- 
ally automatic. Checking was done by 
totaling results obtained and comparing 
totals with other tables, a method which 
eliminated the usual duplicate calcula- 
tion method of checking and resulted in 
great saving of time. 


Simple Tabulating Process 


Preparation of copy for the rate book, 
values shown in the policy pages, and 
the tables used in other home office op- 
erations, was simply a tabulating opera- 
tion, similar to preparation of the usual 
statements for which the machine orig- 
inally was designed. A form was used 
upon which was printed headings for 
the various rate book items. When these 
forms had been properly filled out by 
the machine, the rate book copy was 
ready for planographing. The surrender 
value pages to be inserted in policies, 
as well as various home office work 
books were also prepared in this man- 
ner. 


Actuary Brunner Explains 


In an article in the issue of Oct. 23 
the statement was made that the new 
reserves would be on the American Men 
ultimate 3 percent table. The gross 
premiums were based on that table, Ac- 
tuary F. R. Brunner explains, but the 
reserves on the new policies will be 
based on the American experience 3 
percent table, New Jersey standard. The 
only exceptions to the reserve basis are 
the single premium policies, both life 
and endowment, which are based on the 
American Men ultimate 2% percent ta- 


ble. 


Federal Life’s Showing 
for First Nine Months 


Federal Life of Chicago showed a sur- 
plus increase of $200,000 the first nine 
months. It was made after making pro- 
vision for income taxes for that period. 
Satisfactory gain in life insurance in 
force and an increase in accident and 
health premiums are reported. The 
gain in life insurance was $5,500,000. It 
has paid over $60,000,000 to policyhold- 
ers and beneficiaries since it started in 
business. President L. D. Cavanaugh 
said: | 

“Interest yield on current investments 
has continued at a low level, but in 
spite of this situation the company 
made a very satisfactory showing as to 
increases in surplus for the nine 
months’ period.” 


O’Connor Executive 
Director of 
Economics Society 


E. H. O’Connor, since 1941 accident 
department agency manager of Provi- 
dent Life & Accident, has been ap- 
pointed executive director of the Insur- 
ance Economics Society, 176 West 
Adams street, Chicago. Provident has 
acceded to the request of the society for 
the services of a man so ably equipped 
by experience and training as Mr. 
O’Connor for this important post. 

His background especially equips him 
for the leadership of an organization 
serving as a focal point for the collective 
public relations of accident and health 
insurance companies. Mr. O’Connor’s 
insurance experience dates back to 1916, 
when, after completing his education at 
Fordham University, he entered Metro- 
politan Life home office. He served in 
the first world war, entering as a pri- 
vate and being mustered out two years 
later as a commissioned officer. 

He then went with Royal Indemnity, 
where he became assistant manager of 
the accident and health department. In 
1925 he joined United States Casualty, 
soon being given charge of the accident 


and health department, and becoming 
assistant secretary in 1936, from which 
position he went to Bankers Indemnity 
as assistant secretary and manager of 
its accident and health department. He 
was for two years chairman of the gov- 
erning committee of the Bureau of Per- 
sonal Accident & Health Underwriters. 

Mr. O’Connor has been in great de- 
mand as a speaker before many conven- 
tions, and as an instructor at numerous 
accident and health courses in recent 
years. 





Alliance Life Conference 


Agents of Alliance Life from the cen- 
tral Illinois agencies attended a sales 
convention in Peoria. Talks were given 
by Fred W. Johnson, Kewanee, who 
discussed gasoline rationing; Charles 
Reinecke, Streator, whose subject was 
“Insurance of Factory Workers;” Carl 
IF. Newby, Springfield, on “Rural Busi- 
ness Prospects;’ Frank W. Noel and 
Charles Gilbert of Champaign on “City 
Business.” A round-table discussion of 
other current problems was _ presided 
over by C. W. Hanson of Peoria. 

Agency Director B. T. Kamins and 
Field Supervisor E. A. Huff represented 
the home office and participated in the 
various discussions. 

In the evening the agents were the 
guests of the company at dinner. 


Grant Taggart Speaks 
to Oklahoma City Agents 

More than 100 members and guests 
of the Oklahoma City Association of 
Life Underwriters assembled Nov. 2, 
to hear Grant Taggart, president Na- 
tional association, discuss current prob- 
lems and the importance of the life 
underwriters under conditions brought 
about by war. ie 

He urged the need of individual 
thinking and that each man work out 
definite ideas—give them recognition 
and get into action. Thousands of 
people are earning more money than 
they ever had before, with less oppor- 
tunity to spend it. This should create 
opportunities heretofore not recognized 
by the average life man. The speaker 
warned against depressed thinking, ac- 
centing the necessity of maintaining an 
atmosphere of success, even 10 the in- 
dividual mind, claiming that if a man 
appoaches his daily program with clear, 
unconfused thinking his difficulties will 
be soon dispelled. He pointed out that 
opportunity for loyalty to. the profes- 
sion and to fellow agents is here. He 
further contended that the time has 
come when each man must build his 
ewn standards, and he must keep his 
mind alert as to recognize the responsi- 
bilities daily becoming more imperative. 
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Work of the Coordinating Committee 


Tue full membership of the insurance 
coordinating committee of which George 
L. Harrison, president of New York 
Life, is chairman, held its first meeting 
since it was created some time ago, in 
New York Thursday of this week. Al- 
though this was the first full gathering, 
yet the work of the committee has al- 
ready taken very definite shape, several 
projects have been initiated, some valu- 
able services have been performed and 
the fact that a real need is being satis- 
fied by the organization has been 
clearly demonstrated. John Marshall 
Holcombe, Jr., general manager of the 
Life Insurance Sales Research Bureau, 
has been devoting at least two full days 
a week in New York to the work of the 
committée, Mr. Harrison has given the 
undertaking much _ personal attention 
and several subcommittees have been 
active. 

It seems to have been a wise decision 
not to have superimposed the activities 
of this committee upon any of the exist- 
ing life insurance organizations, as much 
as the multiplication of boards and bu- 
reaus and committees is generally to be 
abhorred. The committee serves a 
unique and special purpose and it is well 
to have it distinct and separate from any 
other organization so as not to have its 
endeavors confused with legislative 
work, sales promotion, etc. The coor- 
dinating committee is not seeking fa- 
vors for the industry or any part of it; 
it has no torch to hold; its activities are 
entirely beyond the controversial realm. 
Its function is to form an efficient nexus 
between the government and life insur- 
ance in activities of mutual interest re- 
lating to the war effort. The govern- 
ment, for instance, desires to have the 
companies establish a uniform procedure 
for handling premium allotments on the 
part of men in uniform. Almost in- 
stantly the committee can get in touch 
with all of the companies and because 
of its unique position, produce a favor- 
able answer for the government, whereas 
if the work of the coordinating com- 
mittee were assumed by one of the ex- 
isting organizations in which decisions 
are made by debate, it is doubtful that 
as prompt and as unified action could 
be obtained. Then in the scrap metal 
campaign it was found that managers 
of real estate owned by life insurance 
companies were reluctant to contribute 
scrap on the property of their principals, 
without getting specific authority from 
the insurance company on specific items. 
That bottleneck was quickly eliminated 
when the coordinating committee asked 
the individual companies to give the 


local managers authority to use discre- 
tion. 

Thus there have already arisen several 
situations in which the committee has 
been able to act, so to say, as a funnel 
to bring to a point the action of the 
entire industry. Time has been saved 
for the companies and the government 
and action has been made possible that 
might not otherwise have been brought 
about. There will undoubtedly be 
many other situations of this kind. The 
committee is not seeking favors from 
the government and does not intend to 
do so. Its purpose is to knit the life 
insurance business into a unit for pur- 
poses of dealing with the government on 
insurance questions and problems aris- 
ing out of the war. If in doing so the 
life insurance business gains in esteem 
on the part of governmental authorities 
the activity can be counted as a worth- 
while public relations operation but that 
will be the consequence of a job well 
done since the objective is not to gain 
credit. It is to expedite the war effort. 

In addition to devising a means 
whereby the government may treat with 
the insurance industry as a unit when 
specific problems and requirements arise, 
Mr. Harrison and his group apparently 
desire to summon the resources of the 
business to aid the war effort in a posi- 
tive way in certain fields. The most 
publicized activity of the committee has 
been its preparations to promote the 
sale of series F and G war bonds 
through the use of selected agents co- 
operating with various state chairmen. 
Mr. Harrison has been in Kansas City 
during the past few days where the 
whole program for a nationwide F and 
G bond campaign was being put in final 
shape. Specific details will be an- 
nounced very shortly, it is indicated. 
This work in no way conflicts with the 
magnificent activity of the National As- 
sociation of Life Underwriters in the 
sale of series E bonds on the payroll 
deduction plan. That has been perhaps 
the greatest volunteer effort of the war 
on the part of any group in the country. 
That work is to be continued in the 
usual way. The F and G bonds are 
to be sold mainly to wealthy individuals 
who have already purchased the maxi- 
mum that they are permitted to buy of 
the E bonds. There will be further op- 
portunities for the coordinating com- 
mittee to enroll the life insurance busi- 
ness in other major contributions to the 
war effort. 

It is important that the business un- 
derstand the pattern within which the 
coordinating committee operates. It 


cannot undertake to be an agency for 
pleading the life insurance cause or to 
represent the business or any part of it 
before legislative assemblies and boards 


or bureaus. It is a facility for which 
there is a real need and it must confine 
itself to being a facility if it is to serve 
its true purpose. 
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Frederic S. Doremus, a director of 
Guardian Life and manager of one of the 
company’s New York City agencies, was 
honored by his associates on his 60th an- 
niversary in the service of the company. 
He is the son of Cornelius Doremus, 
president of the company from 1898 un- 
til his death in 1918. Frederick Doremus 
joined Guardian in 1882 and later be- 
came manager for Montana. In 1891 he 
was made manager of the New York 
City agency, now one of the company 
leaders. In 1928 and 1929 Mr. Doremus 
was president of the Leaders Club. Com- 
mittees representing the officers, New 
York metropolitan managers, members 
of the Doremus agency and the Guar- 
dian Service Club visited Mr. Doremus 
at his home in Greenwich, Conn., and 
presented him with a silver tray and a 
scroll commemorating the occasion. 

An error was made in a recent issue 
in a story that told of leadership in 
paid business in the southern depart- 
ment of New York Life. Roy Holler 
of Sanford, Fla., occupied that position 
for August. Mr. Holler also ranked 
third for the entire agency force of the 
company. 

Ray Marchand of the Russell L. 
Hoghe agency of Equitable Life of Iowa 
in Los Angeles has completed 700 weeks 
of consecutive weekly production. In 
honor of the event he had a number of 
his policyholders and their wives as 
guests at a “get together” at his home. 

Laflin C. Jones, assistant director of 
agencies Northwestern Mutual Life is 
father of a son, Timothy Seton. 

On his 82nd birthday, Gen. C. R. 
Boardman, president of Wisconsin Na- 
tional Life for 26 years, was presented 
a silk American flag on a standard for 
use in his office. An attractive folder 
served as a birthday card, bearing the 
signature of all home office associates 
and the four stars of a general on the 
cover. Gen. Boardman was for many 
years adjutant general of Wisconsin and 
served as brigadier general in the A.E.F. 
in the first war. He is in good health 
and carries on his office duties daily. 

Claude A. Vaden, manager of the 
Wheeling, W. Va., ordinary agency, is 
celebrating his 35th anniversary as a 
representative of Prudential. He began 
liis Prudential career in 1907 as a man- 
ager in Norfolk, Va., and in 1908 was 
transferred to Wheeling. He is now 
eligible to Class “G” of the Prudential 
Old Guard. 

W. C. Schuppel, executive vice-presi- 
dent of Oregon Mutual Life, newly 
elected president of the American Life 
Convention, was honored at a_ special 
meeting in Portland, Ore., sponsored by 
Horace Mecklem, general agent of New 
England Mutual Life. H. L. Corbett, 
representing the directors of Oregon 
Mutual Life; Don Ross, chairman of the 
Portland chamber of commerce and 
Commissioner Thompson of Oregon, 
were featured speakers. 

In commemoration of his 40 years of 
service to State Mutual Life; Chandler 
Bullock, who recently retired as presi- 


dent and is now chairman of the board, 
was guest of honor at a dinner in Wor- 
cester with 85 in attendance. Informal 
remarks were made by George F. 
Booth, publisher Worcester “Telegram 
and Evening Gazette;” District Attor- 
ney Owen A. Hoban, Myron F. Con- 
verse, banker, and W. H. Cunningham, 
State Mutual statistician, who has been 
associated with Mr. Bullock during the 
entire period of his connection with the 
company. 

Alphonse L. Noe, Louisville general 
agent of Franklin Life, is foreman of 
the Jefferson county grand jury. 

Clarence F. Merrell of the Indianap- 
olis insurance firm of Slaymaker, Merrell 
& Locke has been seriously ill, but is re- 
ported to be on the way to recovery. 


DEATHS 


Dean of Past Presidents of 
National Association Dies 


John Dolph, 83, who has been the old- 
est living past president of the National 
Association of Life Underwriters, died at 
his home in Washington, D. C. Mr. 
Dolph served as president in 1904-5 and 
for many years attended the National as- 
sociation meetings regularly, including 
the Cincinnati meeting last year. Mr. 
Dolph was manager in Cincinnati for 
Metropolitan Life at the time of his elec- 
tion as national president at the Indian- 
apolis meeting in 1904. Later he became 
manager for his company at Washing- 
ton, D. C. After 60 years of service he 
retired from active duty a number of 
years ago, continuing as a special agent. 

Mr. Dolph was the first industrial man 
to serve as president of the National 
association. He was_ stricken while 
attending the Rotary International con- 
vention at Toronto last July and had 
been in failing health ever since. 

J. J. Clarke, a life man formerly con- 
nected with the Chicago agency of the 
3ankers Life of Iowa, has been killed 
in action at some point in the Pacific. 
He enlisted in the navy shortly after the 
Pearl Harbor disaster. 

Bush W. Allin, 71, Harrodsburg, Ky., 
former Kentucky insurance commis- 
sioner, died there following a long ill- 
ness. At one time he was president of 
the Burley Tobacco Growers Coopera- 
tive Assocation, and was president of 
the First-Mercer National Bank, of 
Harrodsburg. Before entering the bank- 
ing business he was emploved in the 
federal revenue department in Kentucky. 

Mr. Allin was insurance commissioner 
in the troublesome times of 1929 when 
the old Inter-Southern Life, Rogers 
Caldwell & Co., National Bank of Ken- 
tucky and a string of Ohio Valley banks 
blew up in a financial panic. He had 
previously approved of the deal whereby 
Caldwell had disposed of various assets 
of Inter-Southern Life in order to take 

(CONTINUED ON PAGE 19) 
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THE New York Life Insurance Company, in the adver- 
tisement appearing on this and the following pages, 
pays tribute to the members of the 1942 Nylic Clubs, 
and particularly to the Officers of the Top Club for 
impressive records during the past Club Year. In 1942 there 
are more members in all of the Nylic Clubs than in 
either 1940 or 1941, and the ratio of Club members to the 
total number of agents is greater than it has been for a 


good many years. 


The Company suspended its regular Club Conferences this 
year in order to co-operate with the Government in its efforts 
to relieve wartime congestion on the railroads. As a substitute 
for the regular business sessions, the September issue of the 
Nylic Review was a “Convention on Paper.’ Every agent of 
the Company was thereby given the benefit of the contribu- 
tions which would normally have been delivered in person at 
the Top Club Conference. 

* * * * 

There are three Nylic Clubs: The $100,000 Club, $200,000 
Club, and Top Club. While a member of the Top Club is 
recognized by his associates and friends as one of the out- 
standing leaders in the Company’s Field organization, and a 
member of the $200,000 Club has won great success and stands 
near the top, membership in the $100,000 Club is also an 


achievement deserving of high praise. 


The Officers of the Top Club represent the leading agents 
of the Company. The President of the Top Club is the Field 
representative who pays for the largest volume of new business 
during the Club year, under Club rules. The Presidency is 
limited to one term and the Chairman of the Advisory Board 
is the leading past President of the Top Club. The five Vice- 
Presidents-at-Large are those who have made the best Club 
records throughout the United States and Canada, aside from 
the Top Club President and the Chairman of the Advisory 
Board (except that no two may come from the same Depart- 
ment). Following these are the seventeen Department 
Vice-Presidents, who have had the best Top Club records in 
each of the regional Departments. 


* * * * 


The Club records this year are unusually impressive and 





encouraging. The President of the 1942 Top Club, 
Mr. Irving Freed, paid for a greater amount than was 
secured by the President of the Top Club in either 
of the two previous Club years, and qualified for 
the Million Dollar Round Table of the National Asso- 
ciation of Life Underwriters. First Vice-President-at-Large 
George J. Lucas also qualified for the Million Dollar Round 
Table. 


(Club records represent ‘“‘rock-bottom”’ figures. For ex- 
ample, no term insurance is counted and quarterly and semi- 
annual business is counted pro rata, that is $250 or $500, 
respectively, as each quarterly or semi-annual premium is paid. ) 


Each of the five Vice-Presidents-at-Large earned his posi- 
tion with a greater individual volume of business than was 
secured by the corresponding officers in either 1940 or 1941. 


This year, the combined paid business of the twenty-four 
Top Club Officers, including the Chairman of the Advisory 
Board and the seventeen Department Vice-Presidents, ex- 
ceeded the corresponding combined totals for 1940 and 1941. 


More Club members paid for over $200,000 business in 
the 1942 Club year than in either 1940 or 1941. 


The number of paid applications secured by the 17 Depart- 
mental Chairmen of the $100,000 Club was greater in 1942 
than in 1940 or 1941. 


Moreover, in all of the above comparisons we are using 
figures for only eleven months in 1942 as against the full twelve 
months of the 1940 and 1941 Club years, for the 1942 Club 
year was shortened to eleven months in order to change the 


annual date upon which the Club year ends. 


* * * * 


To the Officers of the Top Club and to their associates in 
the Nylic Clubs, the Company extends its sincere congratula- 
tions. Club membership is a high honor which not only 
reflects personal achievement and success but also carries with 
it a largé measure of prestige both in the organization of our 


Company and in the community served by the life underwriter. 


NEW YORK LIFE INSURANCE COMPANY, 51 MADISON AVENUE, NEW YORK, 'N. Y. 
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THE outstanding leader in the New York 
Life’s Field Force during the 1942 Club 
Year was Irving Freed, a Third Degree 
Nylic of New York City. A native 
New Yorker, he attended the College of 
the City of New York and in 1923 joined 
the Field Force of the New York Life. 





IRVING FREED 


He looks forward to attaining the dis- 
tinguished rank of Senior Nylic at the 
end of 1942, when he will be 43 years old. 

Mr. Freed sells a substantial volume 
of business life insurance as well as 
personal life insurance on a program 


basis. He is recognized in the Com- 


‘pany for producing business of high 


quality which stays in force. The ratio 
of persistency of his 1941 Club Year 
business, for example, was 100 per cent. 
He is a member of the Million Dollar 
Round Table of the National Associa- 


tion of Life Underwriters. 
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y hicers of lhe 1942 Nylie Top Clik 





I. S. KIBRICK 
Senior Nylic 
Chairman of the Advisory Board 
Brockton, Massachusetts 


Mr. Kibrick is widely known to life underwriters 
throughout the country as an inspiring and 
dynamic speaker and the author of valuable 
articles on business life insurance. A member 
of the Nylic Field Force for the past 27 years, he 
was President of the Top Club in 1935. 


EDWIN T. GOLDEN, C.L.U. 
First Degree Nylic 
Vice-President-at-Large 
San Francisco, California 


Mr. Golden is known among life underwriter: 
for his practical book ‘‘Young Man—Here’s 
How to Sell Life Insurance,’”’ published in 1941. 
A graduate of the University of California 
in 1932, he joined the New York Life in 1933 
and has been a Top Club member every year 


since 1934, 





GEORGE J. LUCAS 
Third Degree Nylic 
Vice-President-at-Large 
Sioux Falls, South Dakota 


Mr. Lucas joined the New York Life 17 years ago, 
is now age 38, and has only three years to go 
before becoming a Senior Nylic. Working in a 
small city, he has a wide clientele among all fields 
of business, industry and farming. He emphasizes 
specific need selling and life insurance for taxes. 





LOUIS K. SIMS 


Senior Nylic 


Vice-President-at-Large 


Los Angeles, California 


Mr. Sims has been a member of the New York Life 
Field Force since December, 1918. He writes a 
great many applications for substantial amounts 
on the lives of executives and management. men 
in the wholesale business. A very vital personality, 
he has a thorough knowledge of the psychology of 
life insurance selling. 
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DON C. KITE 
Second Degree Nylic 
Vice-President-at-Large 
Morgantown, West Virginia 


Mr. Kite is prominent in his community, seat of the 
University of West Virginia, not only for his know!- 
edge and ability as a life underwriter but also for 
his active participation in community affairs. He 
joined the New York Life in 1932 after previous 
experience as a railroad yard master. 





ALBERT W. TREBILCOCK 
Third Degree Nylic 
Vice-President-at-Large 
Chicago, Illinois 


Mr. Trebilcock is a career life underwriter whose 
consistent leadership in the Company’s Field 
Force reflects his ability to adjust his methods 
to changing conditions. He joined the New 
York Life 19 years ago, has regularly qualified 
as a Nylic Club member, and now has a clientele 
of about 2,500 policyholders. 
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BROWN C. WOODBURY HARRY A. McCOLL WILLIAM V. LURIE 
Third Degree Nylic Third Degree Nylic Third Degree Nylic 
San Francisco, Calif. Colorado Springs, Colo. Lawrence, N. Y. 








THEODORE KRAEMER CHARLES ANCHELL SYLVAN D. EINSTEIN 
Second Degree Nylic Second Degree Nylic Third Degree Nylic 
Minneapolis, Minn. New York, N. Y. Vineland, N. J. 
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THEODORE WEISS BEN SEKT G. BERTIL GUSTON WILLIAM A. LEAVELL 
Third Degree Nylic Senior Nylic Freshman Nylic Third Degree Nylic 
Chicago, III. Sioux City, Iowa Dorchester, Mass. Meridian, Miss. 
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HARRY A. RUVIN EUGENE KENDALL CORNELIUS G. SCHEID IRVING LEVITIN, C.L.U. 
Third Degree Nylic First Degree Nylic Second Degree Nylic Third Degree Nylic 
Schenectady, N. Y. Norman, Okla. Cleveland, Ohio Seattle, Wash. 














JOSEF E. JOSEPHS, C.L.U. LYLE H. CHENEY COY JAY 


Second Degree Nylic First Degree Nylic Senior Nylic 


Charlotte, N. C. Pasadena, Calif. Johnstown, Pa. 
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Lhe 1948 Nylie $200,000 Chut 





CHAIRMAN 





JOSEPH MACKLIN, Second Degree Nylic Brooklyn, New York 


VICE-CHAIRMAN 





J. P. STEIN, Second Degree Nylic . . . . Jamestown, North Dakota 


The 1942 Nylic $100,000 Club 





DEPARTMENTAL CHAIRMEN 





MAX WEISS, Second Degree Nylic. . . . . . New York, New York 


JOHN N. LaCORTE, Freshman Nylic . . . . Brooklyn, New York 


MARION CICCARELLI, First Degree Nylic . . Milford, Mass. 


GEORGE E. HOWARD, Third Degree Nylic . . Buffalo, New York 


RAYMOND J. MERCER, Third Degree Nylic. . . . . Bellevue, Pa. 
HAROLD CAPLAN, First Degree Nylic . . 2... Philadelphia, Pa. 


RICHARD F. HARRIS, Senior Nylic Athens, Georgia 


EARL E. HENRY, Freshman Nylic Dayton, Ohio 


WILLIAM B. RANKIN, Third Degree Nylic 


oR =m. ee Joliet, Illinois 
HAROLD W. PETTENGILL, Freshman Nylic . . Beloit, Wisconsin 
HUGO C. JOHNSON, Second Degree Nylic Norfolk, Nebraska 


MILLARD W. ELLIS, First Degree Nylic . . . . Trenton, Missouri 
KALIL HELO, First Degree Nylic . Crowley, Acadia Parish, Louisiana 
WILLIAM W. WALL, Freshman Nylic . 2 2... Helena, Montana 


TAGE E. AHLQUIST 


oy EE aes Bremerton, Washington 


JULIAN M. JACOBSON, Senior Nylic. . . .Kingsburg, California 


BRADFORD N. FROUDE, First Degree Nylic . . . Van Nuys, Calif. 


DEPARTMENTAL VICE-CHAIRMEN 





ISIDORE MEDOW, Third Degree Nylic . . New York, New York 


JOSEPH J. HAVEY, First Degree Nylic . . Hillside, New Jersey 
JOSEPH BURGIEL, Second Degree Nylic . . . .. . . Ware, Mass. 
DAMIELF.STEINWALD... © 644%. Kenmore, New York 
JOHN A. SCHEFFER, First Degree Nylic. . . . . . Lancaster, Pa. 
LESTER H. SCHWARTZ, First Degree Nylic . . . . . Scranton, Pa. 
JAMES T. BURNS, Senior Nylic ... 2... 1 2s Tampa, Florida 
eS ES) se ee Battle Creek, Michigan 
J. T. SHUTT, Second Degree Nylic. . .. .... Chicago, Illinois 
HYMAN GLICKMAN, Third Degree Nylic . La Crosse, Wisconsin 
ALBERT J. NORTON, Senior Nylic. . . 2... Chadron, Nebraska 
R. H. THURMAN, Second Degree Nylic . . . . Murray, Kentucky 


CECIL ATKINS Homer, Louisiana 


WARREN R. EVANS, First Degree Nylic . . Shelby, Montana 
NYAL C. GRADY, Freshman Nylic . . . . . Spokane, Washington 
JOSEPH LAURENCE, Third Degree Nylic . . . San Leandro, Calif. 


JOHN D. BROWN, Senior Nylic . . 2... Clovis, New Mexico 
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1943 DIVIDEND ANNOUNCEMENTS 





r——Interest Paid on—, 


Non- 
With- With- 
draw- draw-  Divi- 
able able dend 
Name of Company Funds Funds Accum. 
American Home, Kansas....... Same as 1942 3.5 3.5 3.5 
Central Assur., OIG. coo ioew ocks Same as 1942 ‘fare rr 3.0 
Central Life, 1 ae ean Same as 1942 3.5 3.5 3.5 
Columbia Mutual, aberdeen coe cr etd Same as 1942 3.5 3.5 3.5 
Connecticut Mutual ............ 144% decrease, in the 
aggregate 3.4 3.4 3.25 
Continental American.......... Same as 1942 except some 
increases on Term 3.25 3.25 3.25 
Bauitable, Canada: ...06..26 668 ssi Same as 1942 Not yet ‘determined 
Expressmen’s Mutual........... Approximately 20% decrease 3.0 3. 3.0 


Govt. Personnel 






Ne Re ea Ce eee Dividend payments suspended 


for the duration 3.5 3.5 3.5 
EGG FORGO. BAL iii 6 oc ce cnvcce eas Same as 1942 3.5 3.5 3.5 
MlGIGNG DEUCUAL 6.066 cc eve os ; 2.5 2.5 3.0 
Midwest Life .... 3.0 3.0 3.0 
National Guardian 3.5 3.5 3.5 
NOPERGTN., CANGOS 266.0 cecinss Same as 1942 3.0 3.0 3.0 
Northwestern Mutual...........Sameas 1942 except on 

paid-up insurance 3.5 3.29 3.25 
Philadelphia Vife....... . 0666s. Tentatively same as 1942 2.5 2.5 2.5 
SHOnanGOah Llle. . os vcccsc cess Tentatively same as 1942 2.5 2.0 4.0 
SUE CES 4) Canara arererar Same as 1942 3.5 3.5 3.5 
State Repie Este... eects ce Same as 1942 3.75 3.5 3.5 
Dito oS eee rere Same as 1942 Guaranteed rate 
WGStern IRGSGIVE onc cccsacccce Same as 1942 4.0 4.0 4.0 











DEATHS 


(CONTINUED FROM PAGE 12) 


in a big block of Missouri State Life 
stock, which eventually broke the Inter- 
Southern, later reorganized as the Ken- 
tucky Home Mutual Life. He suffered 
a breakdown while insurance commis- 
sioner and resigned, and was never again 
active in political life. 

Harley J. Emerson, 81, Buffalo man- 
ager of Mutual Life for 15 years, died in 
St. Petersburg, Fla. He served as an 
agent of Mutual Life in Rochester, 
Philadelphia and Memphis before going 
to Buffalo. When he reached the age 
limit and retired in Buffalo in Decem- 
ber, 1927, he had been with the com- 
pany about 30 years. 

Hugh Stephens, 69, former deputy in- 
surance commissioner for North Caro- 
lina, died in Raleigh. 


RECORDS 


Bankers Life of Iowa—Insurance in 
force at the end of the third quarter 
totaled more than $801,000,000, an in- 
crease of more than $17,000,000 in the 
nine months. The gain of insurance in 
force in September was more than 
$1,000,000. 

Ordinary life insurance paid for the 
first nine months was $44,000,000, a 
gain of 4 percent over the same period 
in 1941. Total ordinary for September 
was $4,464,000, a gain of 1 percent. 

Provident Mutual—Insurance in force 
hit a new all-time high of $1,036,652,000 
at the end of September. Assets in- 
creased by $5,049,000 during the quarter, 
of which $4,550,000 was invested in Unit- 
ed States government bonds. 

New insurance sold during the quarter 
amounted to $12,773,000 as against $17,- 
762,000 for the corresponding period of 
1941. Voluntary terminations amounted 
to $5,691,000, which is approximately % 
of 1 percent of the insurance in force. 
Lapse rates this year are lower than at 
any time previously recorded. 

Country Life—Paid for business in the 
fiscal year just ended was $21,074,000 
and gain of insurance in force about 
$15,000,000. Mortality was 25.8 percent 
of expectancy and there was a very low 
loss rate. 

B. F. Heald, 














general agent Lincoln 
National Life in Cincinnati, took charge 
of the office about two years ago. He 
is doing a good job. The members of 
his agency the first six months of the 
year produced an average policy of 
$8,964. In this respect the Heald agency 
led all Lincoln National offices for that 
period. 





Brady Made Brokerage Manager 


George E. Brady has been appointed 
brokerage manager of the Albert E. 


Former Volunteer State 
President Is Dead 








COL. R. H. KIMBALL 


Col. R. H. Kimball, commander of 
the army induction center at Ft. Ogle- 
thorpe, Ga., died at his home in Chat- 
tanooga of a heart attack. He retired 
from army service in 1922, became as- 
sociated with the Volunteer State Life 
and was its president from 1934 to 
1939. He reentered the service in 1940. 
He became commanding officer of Dis- 
trict C of the Civilian Conservation 
Corps before he ~-as assigned to the 
induction center. He was an native of 
Kimball’s Bend, Tex., and graduated 
from the University of Texas in 1903 
and from the U. S. Military Academy 
at West Point in 1907. He had a dis- 
tinguished record in the army. He 
served as aide-de-camp to the com- 
manding general of the Hawaiian de- 
partment and returned to the United 
States in 1917 and served in Washing- 
ton in the operations division of the 
general staff where he was in charge of 
the drafted forces. 








Payton agency of New England Mutual 
Life in Los Angeles. He was with the 
James H. Cowles agency of Provident 
Mutual Life for 15 years, and with the 
Phinehas Prouty, Jr., agency of Con- 
necticut Mutual Life the past five years. 





Vonachen with the Alliance 


J. Robert Vonachen has become as- 
sociated with the Peoria agency of Al- 
liance Life, as district manager. He 
will cooperate with General Agent 
Charles W. Hanson in the Peoria area. 
He has had considerable experience in 
life insurance work because of previous 
association with Penn Mutual. 


NEWS OF THE COMPANIES 





Sterling Is Quitting 
Agency Business; 
Smith Resigns 


Elias A. Smith, Jr., vice- president in 
charge of agencies of Sterling of Chi- 
cago, has resigned largely as a result of 
the decision of that company to aban- 
don its plans recently announced to 
change over from a mail order to agency 
basis of operation. 

Sterling came to its decision princi- 
pally because of the imposition of gaso- 
line rationing, which would impose, it 
was felt, great hardships on agents in 
securing business under the plan of op- 
erations that was adopted. The officials 
felt this was an unpropitious time to 
change over from a method which had 
been quite successful and had resulted 
in great growth. 


Continues Direct Mail 


Sterling will continue its direct mail 
system, operating solely under an Illinois 
license and writing principally accident 


insurance, although it has a growing life 
department, which is being expanded. 

Since Sterling announced that it was 
changing to an agency basis it has ap- 
pointed a few agents. It is not as yet 
clear whether these will be con- 
tinued, although it is intimated the con- 
nections probably will be terminated. 

Mr. Smith who had just joined the 
company, decided under the circum- 
stances he could not perform the func- 
tions for which he was employed. He 
plans to return to the Pacific Coast for 
the time being and plans to remain in 
the business in some capacity. 

Mr. Smith went to Chicago from Los 
Angeles, where he had been employed 
in the agency department of Pacific 
Mutual Life. He formerly was 
Utah insurance commissioner and be- 
came well acquainted with insurance 
people throughout the country. Previ- 
ously he operated his own local agency 
in Salt Lake City. 

Mr. Smith has returned to his home, 
2940 Monterery Road, San Marino, Cal. 

President Breskin stated that the plan 
for agency development had centered 
chiefly around rural agencies. It does 
a large farm business and therefore its 
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natural course seemed to secure busi- 
ness from agricultural territories. This 
very fact would involve considerable 
automobile traveling. 

The Sterling had already announced 
the abandonment of the family group 
policy that was written. It devised a 
new family group policy but concluded 
that there would still be some objection 
to it. Therefore it has adopted a life 
expectancy policy which it will sell in 
units of $250 up to $2,500. The $250 
policy will be the minimum. Premiums 
will be on monthly, quarterly, semi- 
annual or annual basis. Discontinuing 
the family group policy meant the de- 
struction of a large amount of policies, 
literature and sales material. When it 
discontinued the group policy it can- 
celed its contracts with 46 different 
radio stations. 





Massachusetts Mutual Has 
Good Gains for Nine Months 


Insurance in force of Massachusetts 
Mutual Life showed a gain of $23,240,- 
657 for the first nine months. In addi- 
tion to annuities, 531,923 policies for 
2,048,684,206 of life insurance are out- 
standing. Assets Sept. 30 were $780,- 
808,252, a nine months gain of $34,179,- 
023, compared with $26,414,586 in the 
same period last year. 

Payments of death claims totaled $13,- 
299,448. Payments on matured endow- 
ments were $2,883,593, and dividend 
payments $6,234,776. ; 

Bond purchases were $61,259,200 with 
a yield of 3.11 percent compared with 
$67,486,101 at the same yield last year. 
New mortgage loans made totaled 
$13,050,719 at 4.23 percent compared 
with $8,126,786 at 4.25 percent a year 
ago. 


Van Patten in OPA Post 

Cornelius C. Van Patten, treasurer of 
Security Mutual Life of Binghamton, 
N. Y., has been granted a leave of ab- 
sence to become Binghamton district 
manager of the Office of Price Adminis- 
tration in charge of enforcement of all 
OPA regulations in 11 counties in south- 
ern New York. He heads a staff of 
about 70. 

After service as auditor of the Endi- 
cott Trust Co., he joined Security Mu- 
tual as manager of the investment de- 
partment. He was advanced to assistant 
treasurer in 1937 and to treasurer two 
years later. Mrs. Van Patten has been 
appointed assistant treasurer. The de- 
partment will be under the supervision 
of President Frederick D. Russell, who 
formerly served as treasurer. 





Hall in Special Work 


At the request of the Treasury De- 
partment, the Massachusetts Mutual 
Life has agreed to contribute to the war 
bond campaign in the western Massa- 
chusetts territory the services, on a tem- 
porary basis, of Charles W. Hall, assist- 
ant director of agencies. He will serve 
as a special consultant, War Savings 
Staff. His assignment will be for three 
months. In general, he will be engaged 
in the establishment and promotion of 
war bond salary deduction accounts 
among industrial plants in the Spring- 
field area. 





New Sun Life Directors 


F. Phillippe Brais and Arthur Cross 
have been named directors of Sun Life 
of Canada. Mr. Brais is a prominent 
lawyer, vice-chairman of the Wartime 
Information Board and joint chairman 
of the province of Quebec victory loan 
organization. Mr. Cross is of the Do- 
minion Steel & Coal Corporation. 





Holran Postal Life Comptroller 


Postal Life of New York has elected 
Robert D. Holran to the newly. created 
position of comptroller; “He has been 
engaged in consulting actuarial work for 
18 years, first in the office of Fackler & 
Breiby, and since 1937 as a partner in 
the successor firm of Fackler & (co; 


from which he has resigned to accept his 
present position. 





Bankruptcy Petition Denied 


CHARLESTON, S. C—A petition 
of John R. Hoile of Columbia, president 
of Unity Life, that the company be ad- 
judged a bankrupt with a view to cor- 
porate reorganization under Chapter 10 


of the Chandler act, was denied in the 
federal court here by Judge Waring. 

Provident Life & Accident has been 
recognized for war bond purchases by 
all employes, for 10 percent of wages. 

Roger W. Babson, chairman of Bab- 
son’s Reports and Gen. John H. Sher- 
burne, Boston attorney and_ financial 
leader, have been elected directors of 
Columbian National Life. 











LIFE AGENCY CHANGES. 





E. H. Peirce Promoted 
by the Mutual Life 


E. H. Peirce, agency organizer in 
the Wilmington, Del., office of Mu- 
tual Life of New 


York, has been 
promoted to be 
manager of ‘the 
Providence agency. 
He succeeds T. F. 
McGaughan, who 
has been commis- 
sioned a lieutenant 
in the navy. Upon 
graduation from 
the University ol 
Delaware, M t 
Peirce continued 
his studies at the 
University of Penn- 
sylvania, subse- i seas 
quently entering the teaching pro essio . 
He joined Mutual Life as a field repre- 
sentative in 1933, was appointed agency 
instructor in 1934 and agency organizer 
in 1937. 


R. L. Swarzman Becomes 
Assistant Agency Manager 


Roy L. Swarzman, district manager 
of the Equitable Society at Des Moines, 
has been appointed assistant agency 
manager. M. C. Dalton of Des Moines 
is state manager. Mr. Swarzman has 
been with the company for 15 years, 
serving as group supervisor, Des Moines 
city manager and northwest Iowa dis- 
trict manager before becoming Des 
Moines district manager in 1938. He 
will continue to have supervision over 
production in 11 central Iowa counties. 





E. H. Peirce 








Lytle Peoria General Agent 


The Northwestern National Life has 
appointed E. O. Lytle general agent at 
Peoria, Ill., with offices in the Commer- 
cial Merchants National Bank building. 
He has had 20 years experience in life 
insurance work. 


Penn Mutual Coast Shifts 


Fred M. McMillan, general agent of 
the Penn Mutual Life in Los Angeles, 
who has been commissioned a_ captain 
in the army specialist corps assigned to 
duty in Los Angeles, found it necessary 
to get a leave of absence from the com- 
pany because of his army work and 
hence Linton Erbland, assistant to 
General Agent McMillan, was assigned 
to take charge of the agency while the 
latter is in the service. Mr. Erbland 
originally was from Ohio and has been 
with the Los Angeles agency for about 
a year. 

Harry P. Johnson of the Harrisburg, 
Pa., agency of Penn Mutual, has been 
assigned. to take charge of the Portland, 
Ore., office while Horace H. Person is 
in the service. 








Transferred to Danville, Va. 


R. T. Owen, former district manager 
of Home Beneficial Life in Jackson, 
Tenn., has been transferred to the same 
position in Danville, Va., his home city. 





Gottesman Plans to Retire 

H. L. Gottesman, Newark manager 
of John Hancock Mutual Life, with the 
company more than 36 years, plans to 
retire in February. Mr. Gottesman 


joined the company as an agent in 1906 
in New York City and was promoted to 
assistant manager in 1909. He held this 
position until 1920 when he was made 
manager at Hackensack, N. J. In 1926 
he was transferred to Newark. 





Oliver Is Waco General Agent 


Clarence B. Oliver, Jr., has been 
appointed general agent at Waco, Tex., 
by Minnesota Mutual Life. 





Goes to Red Cross 


Lloyd W. _Thompson of Duluth, 
Minn., is closing his office as district 
agent of the Equitable of Iowa, having 


accepted an appointment as field direc- 
tor of the American Red Cross. 

S. J. Goldberg has been appointed 
assistant manager of the Reliance Life 
in its “Great Northern Department” at 
Minneapolis to assist Manager J. P. 
Troop. Mr. Goldberg went to the Reli- 
ance Life in July, 1941, after several 
years life insurance experience. 

Wilford E. Wolfe has been appointed 
group supervisor of London Life in 
western Ontario, with headquarters at 
the home office. He has been with the 
company 18 years. 








Oklahoma Agency Is Honored 


The Oklahoma City state agency of 
Great Northern Life of Chicago cele- 
brated its 10th anniversary Nov. 1. R.B. 
Smith is state manager. He was former 
president of the Fidelity Accident of Ok- 
lahoma City which the Great Northern 
took over. He was elected on the exec- 
utive committee of the Health & Acci- 
dent Underwriters Association. Ten 
years ago President H. G. Royer and C. 
O. Pauley went to Oklahoma City and 
presided over a meeting of 14 agents 
who were being inducted into the Great 
Northern Life organization. Five of 
them are still active in the business with 
the company. Many agents are com- 
pany leaders. 








WE BELIEVE 


is booming. 


follow through. 





NOW IS THE TIME TO START 
NEW GENERAL 
AGENCIES 


um 


Towns from 5 to 50 thousand in 
the states of lowa, Illinois, Ohio, 
Texas, Missouri, Kansas, Okla- 
homa, Minnesota, South Dakota. 
The agricultural section 


We have an especially attractive 
contract geared to this kind of 


territory. We know “WHAT IT 
TAKES” and are prepared to 


A. B. OLSON, Agency Vice President 


GUARANTEE MUTUAL LIFE CO. 


OMAHA, NEBRASKA 
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NEWS OF LIFE ASSOCIATIONS 





Plan Revenue Act Skit for 
Chicago Joint Meeting 


The Chicago Association of Life Un- 
derwriters and Chicago C. L. U. chap- 
ter will hold their annual joint meeting 
Nov. 13, with President J. H. Brennan 
and President Harry G. Walter of the 
two groups, respectively, presiding. 
There will be a four-act skit on the 1942 
revenue act by the Chicago C. L. U.’s 
and the Andrews Sisters of movie and 
radio fame will sing. J. D. Moynahan, 
Metropolitan, past president American 
Society of C. L. U., will take part in one 
scene portraying presentation of diplo- 
mas and awards to new U’s. 
Others who will participate are George 
L. Grimm, New England Mutual; Clar- 
ence E. Smith, Northwestern Mutual; 
Lou Behr, Equitable Society. 

The first of the season’s regional 
meetings sponsored by the Chicago as- 
sociation was held Nov. 5. J. M. Caf- 
frey is chairman of the regional sales 
clinic committee. Another clinic will be 
held Nov. 19 at Midwest Athletic Club, 
and a third Dec. 3 at the Revere Park 
Field House. Features will be H. N. 
Kerr, Travelers, in charge of the Borden 
& Busse movie, “How to Make a Sales 
Presentation Stay Presented”; J. H. 
Brennan, on “Wartime Service”; I. N 
Nochumson, Metropolitan, on Mental 
Attitude”; R. W. De Pau, Jr., Pruden- 
tial, on “Motivation”; R. F. Empie, John 
Hancock, on “Readjustment Canvass,” 


and P. B. Hobbs on “Spirits of the 
Times.” 

Dr. James H. Pearce, assistant gen- 
eral agent of Connecticut Mutual, 


Peoria, I1l., will address the Chicago as- 
sociation at a meeting Jan. 21. Dr. 
Pearce is the blind agent who has been 
very successful and has addressed many 
life agents’ meetings. 

The Chicago association is. winding 
up an intensive two-week membership 
drive under direction of R. R. Reno, 
Jr., Equitable Society, chairman, which 
was started with a mobilization order 
designating Oct. 26 as “M-Day.” Mem- 
bership for the remainder of the year is 
being offered to all new aeue for 
$3. Chairman Reno, assisted by E. M. 
Berger, vice-chairman, and B. C. 
Howes, Berkshire Life, issued com- 
muniques in military linea, placing met- 
ropolitan Chicago under “bombard- 
ment” by the association’s “task force.” 
Non-member groups were designated 
“machine gun nests” and “pillboxes.” 
It was pointed out the service flag now 
contains 117 stars, an increase of 20 in 
10 days, and replacementst must be 
secured. 








To Open Brokers’ Course 


Fred R. Fast, Newark manager of 
Union Mutual Life, will start a ten 
weeks’ course for brokers and life men 
in accident, health and life coverage the 
first week in January. 





Wm. Van Gorder of the San Antonio 
agency of Connecticut General, who en- 
tered life insurance last November with- 
out previous experience in life insur- 
ance, had written and paid for 184 cases 
up to Oct. 1 and paid for 15 additional 
cases in October. 


— Association Leaders 
“Barnstorming” Tour 


MINNEAPOLIS—A group of lead- 
ers in the Minnesota Association of Life 
Underwriters, headed by President Leon 
La Bounta, Penn Mutual, Minneapolis, 
conducted a two-day “barnstorming” 
tour of southern Minnesota Nov. 3-4. 
They held meetings at Winona, Roch- 
ester, Austin and Mankato, in each of 
which there is a local association affili- 
ated with the state association. Agents 
in surrounding towns were invited. 

The tour was arranged to anticipate 
gasoline rationing later this month, 
which would interfere with the custom- 
ary regional meetings. Accompanying 
President LaBounta were C. Cameron 
New York Life; Lloyd Swan- 
son, National Life of Vermont; John 
Lynch, John Hancock, St. Paul, and 
Herman Rampmeier, St. Paul. Assist- 
ing in the programs were the following 
vice-presidents of the state association: 
Elmer J. Stuhr, Winona; Oscar Reslow, 
Rochester; Leon Dalager, Austin, and 
T. J. Snilsberg, Mankato. 


Hurst, 





Kerns Elected President of 
Kansas Association 


John S. Kerns, Northwestern Mu- 
tual, Pittsburg, was elected president 
of the Kansas Association of Life Un- 
derwriters at the state officers’ execu- 
tive meeting in Parsons in connection 
with the annual southeast Kansas sales 
congress. He succeeds Walter Leon- 
ard, Manhattan, who is now in the 
army. W. A. Barton, Prudential, To- 
peka, succeeds as vice-president. Har- 
old Lunsford, Farmers & Bankers, 
Emporia, is second vice-president, and 
J. E. Saunders, New York Life, Dodge 
City, third vice-president. A revised set 
of by-laws was adopted to bring the 
organization in line with the National 
association. 

Nearly 150 attended the congress. 
Headline speaker was Grant Taggart, 
Cowley, Wyo., president National As- 
sociation of Life Underwriters. Mr. 
Taggart, urged agents to think in terms 
of service. Leo R. Porter, Wichita, 
deputy state administrator war savings 
staff, former president of the Kansas 
association, and Harry W. Stanley, 
Wichita general agent, Equitable of 
Iowa, were among the speakers. Her- 
bert Hedges, Kansas City, vice-presi- 
dent National Association, was present. 





Janke Is Vermont President 


BURLINGTON, VT.—The Vermont 
Life Underwriters Association at its an- 
nual meeting here elected these officers: 
President, Robert F. Janke, New York 
Life, Burlington; vice-president, C. F. 
Flinton, Brattleboro; secretary-treas- 
urer, Albert C. Jansen, Burlington; na- 
tional committeeman, James Bruce, Rut- 
land; chairman of legislative committee, 
W. O. Comstock, Montpelier. 

Max Fisher, Metropolitan Life, spoke 
on “Our Part in the Big Job.” 


Quarter Million Group Meets 


The San Francisco Quarter Million 
Round Table will meet Nov. 6. Roger 
Deas, secretary-manager Of the San 





Agents wanted for Military business. 


quiries treated confidential. 


S. H. EMERSON 





Unusual Opportunities 
for Handling Unusual Risks 


Right now is the time for you to cash in. 
Our special selling plan without a War Clause will let you do just that. 
Company wants the business and will cooperate to see that you make money. 
You should have complete information. 
State experience, territory, etc. 


P. O. BOX 35 


Our 


Agents—Brokers—Write today. In- 


Birmingham, Ala. 




















THIS THANKSGIVING 


We give thanks for the Stars and Stripes and 
for the privilege of protecting it with our all. 
Never, since it first floated in the breeze, has 
Old Glory stood for what it stands in this war 
torn world of today. 


When our revolutionary fathers bequeathed 
the stripes and thirteen stars to us, the flag was 
emblematic of a new freedom, a new economy 
and a new nation representing the freedom of 
the individual—a government of the people, 
by the people and for the people. Ours is a 
proud and prosperous nation whose tenants of 
national life are the envy of the rest of the 
world. 


Humbly we pray that we may do our part 
in protecting our flag, our nation, in a world 
gone mad and help establish, once and for all, 
the right of the individual the world over to 
“Life, liberty and the pursuit of happiness.” 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 
FRANKFORT INDIANA 











Upon a carefully built SOLID 
ROCK FOUNDATION this 
Company now expands up- 
ward and outward. 


A mighty good connection 
for Agents who want “TO 
GET FIXED FOR LIFE.” 


BANKERS MUTUAL LIFE CoO. 
FREEPORT, ILLINOIS 


Since 1907 
J. C.-Peasley, President 


Not gigantic, “JUST GREAT” 
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Francisco Junior Chamber of Com- 
merce, will speak on “The Great Ameri 
can Failure.” 


Industrial Men Speak 

LOS ANGELES — The industrial 
agent plays the of educator in sell- 
ing the public life insurance, R. L. Ray, 
Prudential, Santa Monica, pointed out 
before the Los Angeles Life Insurance 
Forum which was addressed by three 
debit men. 

Through their close relationship with 
families on their debit, industrial men 
are in position to know of changes in 
family income and needs, H. E. Blei- 
man, Metropolitan Life, said. Thus, he 
is in position to fulfill their insurance 
needs. Confidence is the key to rela- 
tionships with policyholders in order to 


role 





develop additional business. 

Agents were urged by Allan Silver- 
man, John Hancock Mutual, to put 
tested sales material issued by their 


companies to use as such plans will save 
time and get results if the agent really 
tries them. He stressed the importance 
of weekly insurance collections in estab- 
lishing thrift habits. 

Huntington, W. Va.—John P. Williams, 
director educational advisory depart- 
ment American College of Life Under- 














K THIS COLUMN’S 


AN- 
NOUNCEMENT THAT THE 
HANDBOOK FOR WOMEN 
WILL SOON BE READY HAS 
BROUGHT MANY INQUIRIES. 
FOR INSTANCE 

IS IT A TRAINING 
UAL? “Life 
Career for Women” assumes that 
the woman coming into the busi- 
given training in 
but it 
problems peculiar to women un- 


MAN- 


Underwriting—A 


ness will be 


fundamentals ; discusses 
derwriters. 

IS IT A RECRUITING TOOL? 
Not primarily; but a woman who 
reads it cannot help but come 
away with an enthusiastic picture 
of the possibilities for women in 
the business. 


<x * 
IS IT OF VALUE TO ESTAB- 
LISHED WOMEN UNDER- 


WRITERS? Decidedly. In writ- 
ing about the business, the au- 
thors, members of the Committee 
of Women of NALU, reveal their 
working plans—a gold mine of 
practical suggestions. 

WHAT ARE QUANTITY 
PRICES? Single copies, $2; 2-9, 
$1.90 ea.; 10-49, $1.80 ea.; 50 or 
more, $1.75 ea. All prices net. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 


INDIANAPOLIS 
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writers, as the speaker stressed the 
great necessity of maintaining faith in 
the future. He presented C. L. U. di- 


plomas to two Huntington men who had 


completed the extended course, W. W. 
Wray and C. S. Broh. 

Topeka, Kan,.—The second film of the 
series on “Modern Life Insurance Sell- 
ing” was shown by Frank Seitz. 

Emporia, Kan.—Harry McGuire spoke 


Harold Lunsford, Farmers & Bank- 
vice-president Kansas association, 
reported on the “Keep Well Crusade.” 

Dallas, Tex.—Hilbert Rust, R. & R. 
Service, declared that life agents have 
a golden opportunity to give a message 
of faith and reassurance to the people 
of America in these trying days. 

“See at least five or six people a day,” 
he recommended. ‘Don’t give 
an excuse for not calling on 
Prospects cannot truthfully say 
they don’t have the money to buy 
insurance.” 

At a meeting of the 
b. Sims, Aetna Life, was added to the 
board to fill out the unexpired term of 
Lyman E. King, Minnesota Mutual Life, 
who is now a lieutenant in the navy. 

LaSalle, IH.—A meeting will be held 
at Streator Nov. 9. A. F. Moore, Jr., is 
in charge of arrangements. 


and 


ers, 


people. 
that 
life 


directors, Wiley 





Peoria, Ill.—E. J. Dore, Mutual Benefit 
Life, Detroit, new National association 
trustee, will speak Nov. 19. 

Mobile, Ala.— George H. Denniston, 


Bank 

“In- 
by a 
W. R. 


vice-president American National 
& Trust Co. of this city, spoke on 
surance in Action as Viewed 
Banker.’ He was introduced by 
Beatty, Life of Virginia. 

L. J. Polizzi, Metropolitan Life, 
dent of the association, discussed 
new tax laws as applied to estates. 


Grand Rapids, Mich.—Harold C. Bro- 
gan, Ohio National Life, Lansing, presi- 
dent Michigan association, reviewed the 
state organization’s major projects of 
the year, promotion of the sale of war 
bonds by the payroll deduction plan and 
promotion of the national “keep well” 
campaign. 


Mr. Brogan emphasized the great 
value of insurance company investments 
in combatting inflation, estimating that 
from 80 to 90 percent of total insurance 
premium income throughout the nation 
this year will be invested in govern- 
ment securities. 

San Franciseco—H. Kenneth Cassidy, 
Pacific Mutual Life, San Francisco, pres- 
ident California association, addressed 
the women’s division Thursday on cur- 
rent legislation, directly and indirectly 
affecting life insurance. 

Northern New Jersey—John A. Ram- 
say, president, has arranged the program 
with speakers for the luncheon meetings 
to be held in Newark. On Dec. 10, H. A. 
Hedges, general agent Equitable of 
Iowa in Kansas City, vice-president Na- 
tional association, will speak. Jan. 7 
will be the annual sales congress of the 
state association; Feb. 6, Grant Tag- 
gart, president National association, will 
be the speaker; March 25, Hampton 
Irwin, educational director Massachus- 
etts Mutual, will speak. 

Springfield, Mass.—Beatrice Jones of 
Equitable Society in New York City, 
spoke at a luncheon meeting. The C. 
L. U. chapter held a meeting immediately 
following the association’s gathering. 

Winnipeg, Man.—C,. E. Flook, Great- 
West Life, has been elected president. 

Washington, Pa.— Brinton C. Carter, 
superintendent of Prudential at Union- 
town, Pa., spoke Nov. 4 on “Selling Life 
Insurance During War Times.” 

Nashville, Tenn.—J. F. Eubanks, 
vision supervisor of Metropolitan 
spoke at the meeting Oct. 30. 

R. Sclater, president, presented a serv- 


presi- 
the 








di- 
Life, 


ice flag bearing stars for 11 members 
of the Nashville association now in the 
service. They are Mac Keller, Gordon 


Tucker and Guilford Dudley, Life & Cas- 
ualty; C. E. Hopper, P. M. Crandall, and 
W. H. Eason, Metropolitan; J. D. Mor- 
gan and R. E. Fort, Jr., National Life & 
Accident; Alden H. Smith and Samuel C. 


Loventhal, Northwestern Mutual and 
Greene Benton, New York Life. 
H. A. Hedges, vice-president of the 


National association, will speak at the 


November meeting. 

Jackson, Tenn. A dinner meeting 
heard announcements of committees and 
considered reports on estimates of gaso- 
line required by members. 

Richmond, Va.—J. Harry Wood, vice- 
president and general manager of gen- 
eral agencies of John Hancock Mutual 
Life, addressed the October: meeting. 

Indianapolis—Stressing the role of life 
agents as “combat troops of the coun- 





yourself 


try’s financial battle line,” Grant Tag- 
gart, president National association, 
spoke here. “By protecting the future 
of America’s families, life agents are 


helping to conserve today’s greater earn- 
ings to create tomorrow’s security.” 


C. Fred Davis, State Mutual, 
and Edward A. Krueger, State Life of 
Indiana, treasurer of the American So- 
ciety of C. L. U., introduced Mr. Taggart. 


presided 


Cleveland — At the meeting Nov. 12 
William Farmer, Mutual Benefit Life, 
will talk on “A Four-Year Man Looks 


at Business Today,” Edwin Pollak of 
Equitable Society on “The Value of Pro- 
gramming,” and David Warshawsky of 
Reliance Life on “Are We Putting Up a 
Fight?” 

Fort Dodge, Ia.—Don Ross of Meredith 


Publishing Co., Des Moines, talked on 
the farm market for life insurance. He 
pointed to the high average income of 


the Iowa farmer as an incentive to Iowa 
agents to devote more time to him. He 
also brought out the fact that due to 
the unusual conditions in Europe, the 
farmer will probably have continued 
prosperity for some years to come. He 
feels that the agent in the middle west 
has every reason to be encouraged as to 
the immediate future. 

Springfield, I1l.—A “Double or Noth- 
ing” question and answer session is be- 
ing planned for some time in November. 
There will be 10 series of three ques- 
tions each, paying 25 cents, 50 cents and 
$1 successively with a jackpot for 
sweepstake. 


—LUMUSC 
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SALES MEETS 
Mutual Benefit 


Leaders Hear Tax 
Authority 


Mutual Benefit general agents and 
leading producers from a wide territory 
in the Great Lakes area, attended a 
one-day intensive conference in Chi- 
cago for the purpose of studying the 
effects of the new federal revenue act. 
The measure was analyzed by Edward 
H. McDermott of McDermott, Will & 
Emery, Chicago law firm, who is well 
known to life men as an outstanding 
tax authority and has done much work 
on employe trust cases. 

The consensus of the meeting was 
that the new act is extremely favorable 
to employe trusts funded by life insur- 
ance and that there is a great future in 








this field. : 
Paul W. Cook, one of the Chicago 
general agents, was presiding officer 


and was host at a good fellowship hour 
which followed the all-day session. Paul 
Lawrence, attorney who handles pen- 


the. 


and pass the 
ammunition: 


B. M. A. salesmen have no time to think 
about their place in the war effort. They’re 
already in the fight. They have the ammuni- 
tion in the form of the most modern weapons 
of economic protection and a whole Nation 
full of people who need their advice and 
counsel. So they’re going to keep right on 
working until the Government asks them to 


do otherwise. 


Business Men's Assurance Company 


KANSAS CITY, MISSOURI 


W. T. CRANT 
President 





J. C. HICDON 
Vice-Pres. in Charge of Sales 
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sion trust agreements at the home of- 
fice under direction of A. J. Kirkland, 
assistant secretary, was present. 

The invitations originally were issued 
by Raleigh R. Stotz, Grand Rapids gen- 
eral agent, to 15 general agents in the 
Great Lakes region, who were asked to 
bring seletced men. Others desired to 
attend so the total number at the meet- 
ing was 56, including Mutual Benefit 
leaders from New York, Ohio, Penn- 
sylvania, Michigan, Indiana, Kentucky, 
Wisconsin, Minnesota, and Illinois. 

The idea for the voluntary and in- 
iormal meeting originated at the meet- 
ing of the Mutual Benefit National As- 
sociates this fall at Lake Wawasee, 
Ind., when Attorney McDermott gave 
a talk on taxes. A repeat session was 
called for as soon after the passage of 
the new act as possible. At the Chi- 
cago meeting he especially discussed the 
effect of the new act on pensions and 
employe trusts and covered also the 
economic stabilization act and the in- 
come and victory tax subjects. 





More Business Than Men 
to Write It, Coffin Says 
CINCINNATI—“There is more in- 


surance to be written than there are men 
available to write it,” Vincent B. Coffin, 
vice-president and superintendent of 
agencies of Connecticut Mutual Life, 
said in his talk at a meeting of represen- 
tatives of the William T. Earls agency 
here. Ralph H. Love, general manager 
of the agency, introduced Mr. Coffin. 

There is special interest in business in- 
surance and pension trusts as a result of 
the war. 

Mr. Coffin said that 31 percent of the 
company’s agents and 15 percent of gen- 
eral agencies staffs of the company 
throughout the country are in military 
service. Despite this shrinkage of per- 
sonnel, Connecticut Mutual is running 
only 8 percent behind 1941 in business. 


Great National Clubs Meet 


Members of the President’s and Lead- 
ers Clubs of Great National Life gath- 
ered in Dallas for a discussion of selling 
life insurance under wartime conditions. 
George C. MclIlheran, manager at 
Corpus Christi, president of the two 
production clubs, presided. 

A round-table discussion of the life 
insurance agent’s wartime responsibility 
featured a joint executive session of the 
two clubs. Hilbert Rust, R. & R. Serv- 
ice, spoke at the afternoon session on 
“Selling Today.” The sales meeting 
was concluded with a dinner. 

Participating in the proceedings, in ad- 
dition to Mr. MclIlheran, were P. J. Rut- 
ledge and R. N. Lewis, Austin; A. F. 
Hill, Pampa; J. K. Bell, Gainesville: 
and Robert Bandy, C. F. Chambers, 
D. A. English, Mel Goldman, E. O. 
Choice, Miss Cora Dulaney and John 
A. Monroe, Jr., all of Dallas. 








The Ohio Farm Bureau companies 
will hold conferences Noy. 18-19 in 
Columbus. 


NEW YORK 





Life Insurance Secretarial 
Course in New York 


More than 50 students have enrolled 
in the life insurance secretarial course 
headed by Solo- 
mon Hueber of 
the Ejinstein- 
Salinger agency 
of Mutual Bene- 
fit Life in New 
York City. The 
course is being 
given at Madi- 
son school in 
Brooklyn and is 
designed to pre- 
pare men or 
women for life 
insurance office 
work. It is a 
regular elective 
subject and is 
being given one period a week for 20 
weeks. 

Mr. Hueber wrote to a number of 
agency heads and home offices to ob- 
tain suggestions that might be incorpo- 
rated in the course. Among the replies 
was the suggestion that students be 
taught to take dictation from a man 
smoking a pipe or cigar or walking 
around the room. Mr. Hueber plans to 
make use of this suggestion. 

Mr. Hueber has had wide experience 
in teaching. 





Solomon Hueber 





TRAVELERS ADJUSTER CHANGE 
Clement F. Demsey has been ap- 
pointed supervising adjuster of the life 
department of Travelers at 55 John 
street, New York City. He replaces 
Albert C. Welch, who has returned to 
his former post as supervising ad- 
juster of Travelers’ San Francisco of- 


fice. Mr. Demsey is president of the 
New York City Accident & Health 


Club. The change was_ necessitated 
when Ira W. Bray of San Francisco 
joined the navy. 





METROPOLITAN’S PACKAGES 


In order to meet the deadline for 
Christmas gift shipments to men in the 
armed forces abroad, girls from the 
Metropolitan Life worked feverishly at 
Saks’ 34th street store, New York City, 
to wrap packages that are being sent to 
the 2,416 former employes now in uni- 
form. Each service man will receive a 
leather wallet and Christmas card from 
his former associates. 





County Can't Pay Group Premium 


Attorney-general Herbert of Ohio has 
held that counties cannot enter into an 
agreement for group life insurance 
covering county employes and pay part 
of the premium on the policies. He says 
there is no provision in law ranting a 
county the right to make such an expen- 
diture. 





none too large. 
between victory and defeat. 
cleaning up the scrap. 





Throw Your Scrap Into the Fight 


Scrap is vital to our war effort. 
ship, every gun, every tank is scrap. 

Therefore it is essential that everyone search every inch, every 
corner of their homes, plants, factories, 
yards—and collect every ounce of scrap. No article is too small, 
Your pound of scrap may make the difference 
So let’s clean up the enemy by 


Shenandoah Life Insurance Co., Ine. 
Roanoke, Virginia 


For half the metal in every 


farm yards, and back 





MUTUAL SAVINGS LIFE Gnnounces ... 
FULL LINE OF TERM CONTRACTS 


Term to Age 65 


20 Year Term 10 Year Term 
15 Year Term 5 Year Term 


We pay the same Commissions on all term contracts of 
20 years or longer that we pay on Ordinary Life. 

General Agency openings are now available in Missouri 
and Arkansas. 





\S50UR, 
rirst’ VQ 
WHOLLY MUTUAL jf 


LEGAL RESERVE 
LIFE INSURANCE 
COMPANY 





For further information concerning General Agency opportuni- 
ties, write to:— 


AGENCY DEPARTMENT 


Mutual Savings Life Insurance Company 


3207 Washington Boulevard 
Saint Louis, Missouri 
Allen May, President 


J. DeWitt Mills 
Superintendent of Agents 


Paul Stewart 
Agency Vice President 














Small Enough 
TO GIVE YOU FRIENDLY, PERSONAL SERVICE 


But Strong Enough 
TO RANK WITH THE BEST 


For every $1,000 of liabilities, The Royal 
Highlanders has $1,316 in assets. Compare 
that with the record of any company and you'll 
be convinced that in representing The Royal 
Highlanders you are not only selling liberal pol- 
icies in a strong, substantial legal reserve com- 
pany but that you and your policyholders will 
receive efficient personal service. Agency 
opportunities in Nebraska, lowa, Colorado and 
Kansas and in adjacent midwestern states to 
which we plan to expand soon. For details 
write: 


THE ROYAL HIGHLANDERS 
Mutual Legal Reserve 
Life Insurance Company 


Licensed in Nebraska, lowa, Colorado and Kansas 
Established in 1896 


H. J. Bamford 
Supt. of Agents 


Home Office 
Lincoln, Nebraska 
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| ACTUARIES| | 


CALIFORNIA 


Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


























a 
ILLINOIS 

DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
35 Years of Service 


168 North La Salle Street, Chicago, Illinois 
Tel. Gtate 1336 




















WALTER C. GREEN 


Consulting Actuary 
211 W. Wacker Dr. 333 St. Charles Ave. 


o New Orleans 
Franklin 2633 Raymond 0947 











HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
10 S. La Salle St, Chicago 


——_ 
A. A. I. A. Frenklis 6028 











Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—Omaha 








HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 





MISSOURI 








CARROLL E. NELSON 


Consulting Actuary 


915 Olive Street, Saint Louis 
Central 3126 








NEW YORK 








Established im 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


8 West 40th Street New York 








Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran and Linder 
11¢ John Street, New York, N. Y. 





PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


Associate 
E. P. Higgins 
PHILADELPHIA 
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Connecticut Mutual 
~ New Dividends 


Connecticut Mutual has announced its 
dividend scale for 1943. It has not yet 
been formally adopted, but has been au- 
thorized from an estimate of earnings 
for the current year and on the actuary’s 
recommendation of a formula designed 
to give as equitable distribution to pol- 
icvholders as possible. 

The scale represents, in the aggregate, 
a 144% percent reduction as compared 
with the 1942 scale. Adjustments have 
been made, the reduction being less for 
younger ages at issue and shorter dura- 
tions, and relatively greater for older 
ages at issue and longer durations. 

Dividends left with the company will 
continue to receive 344 percent interest. 
Illustrative dividends on some of the 
more popular forms are: 

Dividends End of Year———, 
Age 1 5 10 15 20 
Ontionsy Life 














-$3.79 $3.82 $3.92 $4.03 $4.14 $4.28 
96 3.98 4.038 4.15 4.31 4.50 
4.07 4.10 4.18 4.55 4.78 
4.20 4.23 4.35 é 4.82 5.12 
4.33 4.37 4.52 .f 5.12 5.50 
4.34 4.40 4.59 95 5.36 5.84 
4.29 4.38 4.62 9 5.61 6.20 
4.33 4.44 4.76 3 6.05 6.84 
4.65 4.78 5.22 02 6.95 7.90 
5.27 5.45 6.06 & b 8.338 9.385 
6.39 6.57 7.41 8.83 10.10 11.16 
20 Payment Life 
3.98 $4.18 $4.50 $4.88 $5.34 
4.09 4.27 4.61 5.04 5.57 
4.15 4.36 4.76 5.25 5.84 
4.15 4.40 4.86 5.41 6.09 
4.12 4.39 4.91 5.55 6.32 
3.88 4.19 4.80 5.53 6.41 
3.46 3.84 4.54 5.37 6.38 
3.13 3.56 4.36 5.33 6.49 
3.01 3.52 4.49 5.64 6.88 
» Paid-up at 65 
ee 3.29 3.41 3.52 3.65 3.81 
Bes. s.06 3.41 3.46 3.62 3.79 4.01 
Coase cee 3.49 3.59 3.78 4.02 4.31 
| ee 3.56 3.71 3.98 4.29 4.66 
BO cise 3.65 3.84 4.19 4.61 6.11 
O0 6666 3.63 3.88 4.37 4.94 5.638 
BD as pes 3.46 3.84 4.54 5.37 6.38 
Bw wis oe 3.29 3.84 4.92 6.21 wane 
= ae See 3.45 439 6.24 ... 
Endowment at 65 
DD ss sea $3.28 $3.33 $3.44 $3.60 $3.78 $3.99 
Oe oc resscoee 3.38 3.40 3.49 3.68 3.93 4.22 
ee 3.42 3.45 3.58 3.84 4.16 53 
20S sass 3.49 3.54 3.72 4.07 4.49 4.98 
| a 3.638 3.71 3.96 4.42 4.98 5.65 
| Se 3.77 3.87 4.21 4.85 5.64 6.59 
LS 3.99 4.14 4.64 5.56 6.69 8.12 
en 4.24 4.47 5.21 6.65 8.44 
Retirement Income at (Tomale 
| a $3.45 $3.51 $3. 70 $3.94 $4.24 $4.59 
4 | 3.60 3.65 3.80 4.13 4.51 4.98 
1 3.68 3.75 3.96 4.38 4.89 5.52 
BU gcces 8.83 $3.92 4.21 4.77 5.44 6.27 
BBs 44 <0 4.06 4.18 4.57 5.32 6.24 7.38 
ee 4.27 4.44 4.97 6.02 7.32 9.13 
BOus 6s 0% 4.42 4.66 5.44 6.95 8.97 11.88 
ee 4.39 4.76 5.95 8.30 11.94... 
2 ee aor 4.30 4.92 6.99 11.79 
Retirement Income at 65—Male 
15. - $3.3 7 $3.41 $3.57 $3.80 $4.06 $4.36 
| 349 3.53 3.68 3.94 4.29 4.70 
| a 3.56 3.61 3.80 4.17 4.61 5.16 
| a 3.67 3.75 4.01 4.50 5.09 5.81 
35. 8.86 3:97 4.82 4.98 5.78 6.77 
BU epee 4.05 4.19 4.67 5.58 6.70 8.16 
eae icte rs 4.15 4.36 5.05 6.38 8.03 10.59 
ee 4.12 4.44 5.49 7.56 10.64 ... 
er 3.99 4.54 6.36 10. 49 ae 
10 Year Term 
cf | $2.71 $2.72 
.64 2.66 2.66 
8 2.59 2.61 
54 2.57 2.57 
.39 2.41 2.44 
25 2.31 2.36 
2.00 2.14 2.24 
_1.61 Les. 2.43 
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Aetna Life 
Canadian Change 


TORONTO—Revisions in rates and 
policy forms, both participating and 
non-participating, have been announced 
by Aetna Life for Canada. 

The one- and seven-year term plans 
have been discontinued, but a 10-year 
term is available in Canada at rates 
comparable to those now in use for five- 
year term. There is no change in rates 
and non-forfeiture values on the non- 
participating ordinary life, modified life, 
double protection 10, 15 and 20 year 
plan and five year term. 

All other non-participating plans 
available in the United States may be 
used in Canada, but rates and values 
will be the same for those in Canada 
as in the United States. New partici- 
pating premium rates have been adopted 
in Canada to correspond to the new par- 
ticipating rates effective in the United 
States. 

A revision of all policy forms has been 
made and essentially the same forms 
are used in Canada as in the United 
States. The policies provide for a guar- 
anteed rate of intere st 2 percent in set- 
tlement options in all policies, both par- 
ticipating and non-participating. How- 
ever provision is being made for such 
excess interest above 2 percent as may 
be declared from year to year. 

Reserves will be on the American ex- 
perience 2 2% percent table for participat- 
ing sallelos, 3 percent for policies on 
plans issued at United States rates, and 
3% percent for policies issued on plans 
for which the special Canadian rates are 
retained. 


Pan-American Revises One 
Premium Annuity Rates 


Because of the existing interest trend, 
Pan-American Life has revised single 
premium annuity rates. Illustration of 
the new rates are: 


With 
7-Without Ref.——Cash Refund 
Single Single 

Age Last Prem. $1,000 Prem $1,000 

Birthday $10 Buys $10 Buys 
M Mo. Mo. Mo. Mo 
20 25 $3,636 $2.75 $3,737 2.68 
25 30 3,457 2.89 3,581 2.79 
30 35 3,258 3.07 3,413 2.93 
35 40 3,042 3.29 3,236 3.09 
40 45 2,809 3.56 3,049 3.28 
45 50 2,563 3.90 2,855 3.50 
50 55 2,307 4.33 2,655 ‘eg 
55 60 2,045 4.89 2,450 4.08 
60 65 1,782 5.61 2,245 4.45 
65 70 1,523 6.57 2,041 4.90 
70 75 1,275 7.84 1,841 5.43 
75 80 1,045 9.57 1,652 6.05 
80 85 837 11.95 1,477 6.77 
85 and 655 15.27 1,325 7.55 

and over 

over 


Ohio National Gets Discount 
Factor for Prepayment 


The discount factor of Ohio National 
Life for premiums paid in advance is 2 
percent interest. Premiums paid morz 
than five years in advance will not be 
discounted beyond the fifth year. The 
factor by which the annual premium is 
to be multipled to obtain the dis- 
counted amount is: one year .98039, 


THOMAS H. STEERS 
Office Planning ond Methods Consultant 
LIFE, FIRE AND “CASUALTY INSUR- 
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two years .96117, three years .94232, 
four years .92385, five years .90573. In 
event of insured’s death, unearned pre- 
miums will be discounted at 2 percent. 
Unearned premiums withdrawn will be 
discounted at 4 percent. 

The maximum amount of non-medi- 
cal which will be written at ages below 
40now. is $5,000, subject to certain 
regulations. This increased maximum 
may be written only by qualified, ex- 
perienced agents. The increase was de- 
cided upon to aid agents during the pe- 
riod of scarcity of medical examiners. 


War Risk Rider Broadened 
for Savings Bank Cover 


BOSTON—Changes liberalizing pro- 
visions of the war risk rider used with 
savings bank life insurance are an- 
nounced by Judd Dewey, deputy com- 
missioner of savings bank life insurance. 

The revised rider, effective immed- 
iately, provides full protection for the 
face amount of the policy on members of 
the armed forces so long as they are 
within the “home area” of continental 
United States, Canada and Newfound- 
land, as well as on civilians within this 
area. On civilians outside the home area 
the exclusions as to deaths from war 
clauses will apply only for two years fol- 
lowing date of issue of policy. There- 
after, full coverage will be in effect. 

A third change provides that in case 
of a death for which insurance protection 
is excluded by the rider, the payment or 
refund will consist of either the policy 
reserve or amount of premiums paid, 
whichever is larger. 

Deputy Dewey stated the increased 
benefits under the new rider will be 
made applicable to policies issued with 
the old rider without necessity for ex- 
change. 


Country Life Revisions 


The Country Life of Chicago has 
adopted new settlement options to be 
incorporated in current contracts. In- 
terest rate on the interest income option 
is 2 percent and on the fixed period in- 
come, life income with certain period, 
and income of fixed amount options the 
interest rate is 2% percent. This fol- 
lows the present trend toward a con- 
servative outlook by the companies. 


Modifies Nonmedical Rule 


Nonmedical rules applicable to single 
and married women have been liberal- 
ized by Atlantic Life due to a shortage 
of doctors in many sections. Unmarried 
women 40 and under will be considered 
for a maximum of $3,000 and married 
women for a maximum of $1,500. The 
husband no longer is required to have 
insurance in the company as a pre- 
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requisite to issue of non-medical insur- 
ance on the wife. However, the amount 
of insurance on her life, with that ap- 
plied for, shall bear a proper relation 
to the amount carried by her husband. 
A dependent married woman of ordi- 
nary circumstances shall not be granted 
an amount in excess of that on her hus- 
band. It will be necessary to secure 
and record the woman applicant’s name 
before marriage. 





No War Clause on Conversion 


Oregon Mutual Life announced that, 
effective immediately, conversion of term 
policies not containing a war clause can 
be made without including a war clause 
in the permanent policy. This applies 
to all term contracts. Most endowment 
policies now maturing contain a paid-up 
life insurance option under which policy 
proceeds are used as a single premium to 
buy paid-up life insurance. If this op- 
tion is selected by the insured the war 
clause will not be included in the new 
contract. 


~FRATERNALS — 


Guertin Offers 


Some Suggestions 


JERSEY CITY—Fraternal societies 
need to pay attention to a number of 
matters, A. N. Guertin, actuary New 











Jersey department and chairman Na- 
tional Association of Insurance Com- 
missioners’ committee on nonforfeiture 
values, declared in a talk at the annual 
meeting of the New Jersey Fraternal 
Congress. He cited: 


(1) A review of the banking func- 
tions of fraternal societies so as to adapt 
them to the social and economic needs. 

“(2) The adoption of distribution sys- 
tems and harmonizing of merchandising 
methods. 

“(3) The adoption of some means, 
possibly under certain loans, or other 
types of provision, which carry with 
them repayment, which will permit 
members to be carried through the 
period of dislocation of post-war adjust- 
ments. There should be, if possible, no 
loss of members, because a man has no 
job for three or four months. 

“(4) Readjustment of rates so that 
current interest rates if continued will 
not wreck the society. Many societies 
are still on the old obsolete rates. 

“The adoption of realistic tables of 
mortality. A program of legislation per- 
haps not now, but sometime in the fu- 
ture. The development of intelligent 
public relations indicative of the clean- 
house that has been erected by fraternal 
societies in which security dwells and 
does not propose to move. 


Cooperation Only Means 


“Are the fraternal societies big enough 
and cooperative enough to bring it 
about,” he asked. “It will not be brought 


about by claiming exemption from taxa- 
tion or other claims. It will be brought 
about by cooperation among the socie- 
ties and in the light of a sense of respon- 
sibility and the recognition of a tremen- 
dously important job to be done by the 
fraternalists.” 

The new officers elected are: Presi- 
dent, Mrs. Helen E. Wold, Royal Neigh- 
bors; first vice-president, Lester Torok, 
Modern Woodmen; second vice-presi- 
dent, William H. Grogan, Jr., Woodmen 
of the World, Omaha; secretary-treasur- 
er, H. Bruce Meixel, Ben Hur Life, 
Philadelphia. The executive committee 
is: O. A. Kottler, Artisans Order of 
Mutual Protection, retiring president; E. 
R. Deming, Unity Life & Accident; Mrs. 
Lola E. Coles, Woman’s Benefit; A. J. 
Lecoque, Independent Order of Fores- 
ters; Paul St. Miklossy, Hungarian Re- 
formed Federation; John Zeman, Slovak 
Gymnastic Union Sokol; George K. 
Baumann, Maccabees. 

Finds Some Forge Ahead 

Mr. Guertin said he examined depart- 
ment records and found fraternals in 
the last 10 years had shown no material 
increase in amount of protection al- 
though several individual societies had 
demonstrated it was possible for fra- 
ternal organizations to go forward prop- 
erly, “even faster than a good many of 
our well known American institutions. I 
think it would pay all of us to study 
these particular organizations and see 
why. Is it because they are doing a bet- 
ter service; is it because they are a little 
closer to the public in their fraternal fea- 
tures; or it that they are adopting com- 
mercial methods?” 

He said it will be essential for socie- 
ties to conform to changed conditions. 
“We have societies where the set-up is 
practically as obsolete as the horse,” he 
said. What kind of a lodge system will 
there be? He said undoubtedly the 
country is heading for a much more 
regulated society than before. It will be 
a great creditor nation. The govern- 
ment may become almost the sole in- 
vestment banker, which would mean 
continuance of investments at a low rate 
of interest. The better the fraternals 
purvey security, the less chance there 
will be for security by government. 

Greetings were extended by L. J. Bay- 
ley, president New York Congress, and 
L. L. Littman, president Maryland-Dis- 
trict of Columbia Congress, extended an 
an invitation to attend the annual ses- 
sion at Hotel Emerson, Baltimore, Jan. 
23. Mrs. Wold responded. 


N. F. C. Committees 
Are Announced 


The new standing committees of the 
National Fraternal Congress have just 
been appointed by Norton J. Williams, 
the president elected at the annual meet- 
ing recently. They will serve for the 
ensuing year. The committees and chair- 
nien are: 

State of order and statistics, I. W. 
Smith, actuary A.O.U.W. of North Da- 
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000,000 paid in benefits has kept family 
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fited through financial assistance 
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kota, Fargo; law, Lendon A. Knight, 
general attorney Royal Neighbors, Rock 
Island, Ill.; fraternal ethics, Oscar A. 
Kottler, Artisans Order of Mutual Pro- 
tection, Philadelphia; junior member- 
ship, S. A. Oscar, National Mutual Ben- 
efit, Madison, Wis.; public relations, 
James G. Daly, United Commercial 
Travelers, Columbus; lodge activities, 
Stephen S. Grabowski, Polish Roman 
Catholic Union; general welfare, Mrs. 
Dora Alexander Talley, Woodmen 
Circle, Omaha; revision of blanks, Frank 
H. Lee, Woman’s Benefit, Port Huron, 
Mich.; field work, John C. Phillips, 
Modern Woodmen, Rock Island, IIl.; se- 
curity valuations, W. C. Braden, Wood- 
men of the World, Omaha; membership, 
Fred A. Johnson, Royal League, Chi- 
cago; fraternal week, J. E. Little, Mac- 
cabees, Detroit. 


Noted Fraternalists to 
Address Ark. Congress 


President N. J. Williams of the Na- 
tional Fraternal Congress, Walter C. Be- 
low, president Illinois Fraternal Con- 
gress, and A. S. Bradshaw of Ben Hur 
Life will be the principal speakers at the 
annual meeting of the Arkansas Fra- 
ternal Congress to be held in the Marion 
hotel, Little Rock, Nov. 7. Messrs. Wil- 
liams and Below respectively are presi- 
dents of the Equitable Reserve and Fi- 
delity Life. Mr. Bradshaw, a charter 
member of the congress, will speak on 
“Development and Progress of the Ar- 
kansas Fraternal Congress. 

Memorial services will be conducted 
for Dr. Felix Gaudin, J. C. Snyder, for- 
mer president of Ben Hur, and Mrs. 
Clio Harper, who was with Degree of 
Honor. W. E. Byrnes, Houston, Tex., 
president Catholic Knights of America, 
will give the eulogy. 

G. H. Steimel, Catholic Knights, is 
president; R. D. Smith, Maccabees, first 
vice-president; A. J. DeMers, Security 
Benefit, second vice-president; A. S. 
Bradshaw, third vice-president, and Mrs. 
Tressie Goldsticker of Little Rock is 
secretary-treasurer. New officers will be 
elected, Mr. Smith probably being ad- 
vanced to president. 


Brainard New President 
of A.O.U.W. Congress 


John Brainard, head of A.O.U.W. of 
Minnesota, Minneapolis, was elected 
president of the A.O.U.W. Congress at 
the recent annual meeting in Chicago, 
succeeding J. J. Mulready, A.O.U.W. 
of North Dakota, who was elected past 
president. 

Other new officers are: Vice-president, 
O. G. Jenkins, recorder A.O.U.W. of 
Kansas; secretary-treasurer, J. F. Fo- 
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garty, head of A.O.U.W. of the state of 
Washington. M. J. Boyd, A.O.U.W. 
of North Dakota was named chairman 
of the finance committee and K. E. 
Hines, A.O.U.W. of West Virginia, 
chairman of the committee on laws. 





Williams Installs Assembly 

WAUSAU, WIS.—N. J. Williams, 
president Equitable Reserve, Neenah, 
Wis., and president National Fraternal 
Congress, officiated and spoke at the in- 
stallation of the Wausau assembly of his 
society. Assisting on the program were 
Howard Drejske, supreme deputy war- 
den, and H. A. Mitchell, field manager, 
both of Neenah, and Mrs. Gladys Tat- 
roe, district manager. 


Milwaukee Camp Celebrates 

MILWAUKEE—Unity Camp 3602 
of Royal Neighbors celebrated its 40th 
anniversary with a program and social 
hour. Mrs. Mabel Fritz, president, was 
in charge. 





Utah Congress Gathers 


The Utah State Fraternal Congress 
held its annual meeting and banquet at 
Salt Lake City, with representatives 
present from 18 societies. Secretary of 
State E. E. Monson gave a graphic 
history of the congress. Mrs. Rachael 
Daniels, congress head, presided. J. A. 
Steele, secretary of Modern Woodmen 
for Utah, was master of ceremonies. 


National Cashiers’ Head 
on Speaking Tour 


Miss Christine Ludwig, president of 
the National Association of Life Agency 
Cashiers, Caperton agency, State Mu- 
tual, Chicago, this week started an east- 
ern tour in the interest of the National 
association and will make a number of 
talks at special meetings of local cash- 
iers units. 

She addressed a special dinner at To- 
ledo Wednesday and another at Roches- 
ter, N. Y., Thursday. Nov. 12 she is 
scheduled to speak at Boston; Nov. 15 
at Providence, R. I., and Nov. 19 at a 
dinner in New York City. Miss Ludwig 
also plans to go to Buffalo to organize a 
local unit there and install the first of- 
ficers. While in the east she will also 
take her vacation. 
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Sales Ideas and Suggestions 


Pa., 
“When rationing became effective and 





Gas Rationing’‘Found to Have 
Many Sales Benefits 





Productiveness of life agents under 
gasoline rationing will be increased if 
the producers make the most of their 
opportunities and approach this changed 
situation from the positive, optimistic 
side, both Northwestern National Life 
and Penn Mutual conclude following a 
survey of the problem. 

Rationing will require drastic revision 
in the working programs of many agents, 
Northwestern National concludes, but in 
the long run their productiveness will be 
increased if they focus more effort on 
essential service work and _ intensify 
new business efforts. The life agent’s 
daily work encourages thrift and dis- 
courages spending, therefore accom- 
plishes the very result that OPM seeks 
to accomplish when it discourages sup- 
plementary gasoline for “salesmen” as 
a class. Each agent has a clear duty to 
emphasize this fact with his local board, 
which must pass on his individual need, 
if through lack of understanding the 
board seems disposed to put him in the 
same category as a commodity salesman 
and thereby restrict his ration below his 
necessary and minimum driving needs. 


Makes Two Recommendations 


The company recommends that agents 
make a thorough effort to cooperate in 
saving gasoline and_ rubber, taking the 
initiative in organizing ride - sharing 
pools and using other forms of transpor- 
tation whenever possible; and build their 
working programs tightly around their 
vital and essential service activities. 

It was admitted ration boards con- 
ceivably might raise some question re- 
garding the essential character of using 
the car merely to seek out purely pros- 
pective customers, even though life men 
know the sales effort in encouraging 
thrift is vitally important to national 
welfare at this time, President O. J. 
Arnold stated. “But neither the wel- 
fare of the country nor of any indi- 
vidual family—and especially the fami- 
lies of the men in the armed forces—will 
be served by any neglect of necessary 
service to persons who carry life insur- 


ance as a protection to their families and 
others whose welfare depends on them. 
You cannot assume the responsibility— 
and I do not believe your board will 
want to assume the responsibility—of 
letting life insurance on the lives of your 
policyholders lapse by default of essen- 
tial service on your part, no matter what 
the transportation problem may be.” 


Urged to Study Requirements. 


The agents were urged to make a 
thorough, conscientious analysis of their 
minimum driving needs after exploring 
every possibility for ride-sharing and 
using other forms of transportation, and 
to base any request for supplementary 
mileage above the basic “A” ration on 
a careful projection of their minimum 
needs for essential service driving. 

President Arnold emphasized that 
OPA supervises gasoline rationing and 
also is charged with the whole responsi- 
bility of preventing inflation, and de- 
sires to discourage sales or promotion 
efforts on all types of goods which tend 
to increase spending, create shortages, 
compete with goods needed for armed 
forces, or in any way put upward pres- 
sure on prices. Therefore, wherever 
lack of understanding of the fact that 
the activities of life men have exactly 
the opposite effect threatens unreason- 
ably to restrict their driving, they should 
lay specific facts before ration boards to 
demonstrate the constructive nature of 
their effort in discouraging spending and 
promoting thrift in wartime economy. 


Sees Some Lasting Benefits 


“I firmly believe that the rationing 
program will bring lasting benefits that 
will far outweigh any temporary hard- 
ships it may impose on you, by empha- 
sizing the need for more careful plan- 
ning, more intensive cultivation of 
territory, and lower cost of conducting 
your business,’ Mr. Arnold stated in the 
bulletin. 

Wallis Boileau, Jr., second vice-presi- 
dent Penn Mutual, also has been investi- 
gating the impact of gasoline rationing 
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en life insurance selling in the east. 
“We found out that, as one would 
naturally expect, gas rationing imposes 
certain handicaps. It is intensely in- 
teresting, however, to see how many 
practical methods can be devised to 
overcome those handicaps and to. mini- 
mize not only their actual effect but 
their psychological effect on us individu- 
ally.” 
Penn Mutual Leader’s View 


He inquired of J. Elliott Hall, Penn 
Mutual general agent at Newark, who 
said he thought gasoline scarcity could 
be used on occasion as a “reason” for a 
close in the sale, especially when the 
prospect wants time to think it over. 
He suggested this interview: “Mr. Pros- 
pect, I'd like very much to come back. 
but I am so limited in gasoline that I 
would not be able to work if I have to 
run around unnecessarily. I am sure 
you can appreciate the position I am in. 
And you know this is a good plan for 
you to have, and you can do it as well 
now as later. So why not let’s get it 
started tonight?” 

“Service problems,” Mr. Hall said, 
“can be handled in outside territory by 
mail and telephone. Where a call is 
necessary for service, the agent should 
have a goodly number of prospects in 
that territory that he can see the same 
day on that trip. If it’s the kind of 
territory wherein he hasn’t any pros- 
pects, he should get the wheels into 
motion to procure some. It is more 
important than ever before to have your 
prospect file arranged in zones.” 


Lends Pressure to Sales 


Joseph G. Seidenglanz, Penn Mutual, 
general agent at Trenton, N. J., told Mr. 
Boileau “pressure sales in recent years 
have been very few. The gasoline pres- 
sure motive will work with the man 
who is almost sold to the point of act- 
ing, but not with the fellow you are 
developing. Usually, we try to arrange 
other calls in an immediate vicinity and 
do a little canvassing in between, but 
when an appointment is broken all these 
schedules and plans may be thrown out 
of gear. It is difficult to route calls in 
a rural territory spreading over several 
counties where the appointment factor 
for a back call enters. A man cannot 
think much of routing his calls if he ex- 
pects a closing interview.” 

W. A. Arnold, II, Penn Mutual gen- 


eral agent at Harrisburg, said, 
some of our men received B ration 
books the fun began. You can appreci- 
ate the mental attitude of men who 
traveled anywhere from 800 to 2,200 
miles a month, servicing and selling life 
insurance. I made it my business to 
talk to every man to relieve the negative 
feeling, so that it wouldn’t interrupt his 
production too much. Definitely their 
mental attitude for the first few weeks 
was bad. 


Concentrates Effort 


“In one case I analyzed every policy 
that the man had written for a period of 
a year and a half, showed him on a map 
the radius from which his business 
came, and where the greatest propor- 
tion of his business came from. It was 
curious that the best part of his busi- 
ness came from the smallest area. Pretty 
definite proof that he didn’t have to 
leave the life insurance business. Since 
rationing started he has secured $40,000 
of business within a radius of seven 
miles from his home.” 

The agency has a definite plan of 
combining trips of men traveling the 
county on office leads. Two agents take 
turns using their cars and instead of go- 
ing for a day, they go for three days. 
Every trip they have made since gaso- 
line rationing began has been more pro- 
ductive because they concentrated ef- 
forts and worked harder. 

The men in town use buses or walk 
rather than use their cars for solicita- 
tion. Some take their cars to work only 
cne or two days a week when they have 
suburban calls to make. Nest prospect- 
ing and nest solicitation have been en- 


couraged. 

A. E. Jensen, Penn Mutual general 
agent at Burlington, Vt., told Mr. 
Boileau, “Gasoline rationing in my 


agency has certainly made us conscious 
of our time. We have found it neces- 
sary to route our calls so as to conserve 
travel and I am certain this has been a 
beneficial factor. Another benefit. is 
that it has become necessary for the 
agents to work in closer cooperation 
with each other. I am also convinced 
that because of curtailment of unneces- 
sary driving many of our prospects have 
extra money today. I am certain that 
my agency is producing more business 
per mile traveled.” 


_Runcie L. Tatnall, Penn Mutual as- 
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GET THIS NEW PORTFOLIO—"MORE BUSINESS” 


It features a new, result producing direct 
mail plan, timely and workable sales ideas, 
sales talks and selling plans that show you 
how to turn more prospects into policyhold- 
ers and make your policyholders become 


prospects for additional insurance. Send 
today for this special sample offer and start 
reaping your full share of today’s increased 
business opportunities. 
Sample ESTATER CALEMETER 
complete with portfolio, 1 00 
MORE BUSINESS” postpaid. . . 
For the portfolio itself, send 25c¢ in 
stamps or coin to cover mailing costs. 
HOME OFFIC. E EXECUTIVES: Your 
company ad can be permanently embossed 
on each CALEMETER providing long last- 
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METER —the thrift inducing calendar bank. Helps 
overcome objections and postponements — 
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sistant to the general agent at Phila- 
delphia, told Mr. Boileau, “the smart 
agent often turns to his advantage seem- 
ingly harmful rules or _ restrictions, 
whereas the indifferent agent, looking 
for an alibi to excuse his inadequate 
production, naturally will fold up and 
claim that the government is preventing 
him from making his calls. This is the 
same fellow who said that the govern- 
ment was putting him out of business 
by introducing social security. We all 
know that social security has been of 
great assistance to us. 


Excuse for Phone Call 


“The smart agent no longer has to 
apologize for a phone call instead of a 
personal call. By explaining he is coop- 
erating with the government and using 
as little gas as possible he is in a posi- 
tion to ask his client to cooperate by 
making a quicker decision. Gas ration- 
ing is causing many agents to prospect 
properly by requiring that they assemble 
their leads geogranhically.” 

One agent, Mr. Tatnall said, no 
longer was able to approach employes 
on a salary savings basis at the plant, 
so he is making his calls at home in the 
evenings. By sticking with this nest in 
a community he is enabled to make 
many calls with little mileage and finds 
his work more effective. 


Defense Worker Is Best 
Prospect at Present Time 


“I do not know of any finer source of 
getting prospects today than calling on 
the defense worker, from the top exec- 
utive down to the worker in the defense 
plant,’ Walter H. Gruner, Connecticut 
Mutual Life, Rockford, declared before 
the Peoria Association of Life Under- 
writers’ sales congress. “This is the 
fellow you know is making the money. 
Today he is thrift conscious, for he is 
buying bonds and life insurance, not 
being able to buy anything else. Here is 
a market for our product.” 

Mr. Gruner uses direct mail with 
marked success. His letters to defense 
workers are usually on retirement in- 
come, the approach depending largely 
on what information Mr. Gruner has re- 
garding the prospect. A memo pad is 
offered if the prospect will return a card 
asking him for his date of birth. 


Handling the Replies 


When a reply is received Mr. Gruner 
delivers the memo pad with the thought 
of getting better acquainted with the 
prospect, to qualify him and to try and 
discover, if possible, how much insur- 
ance he now carries, what type of plan, 
and the amount of the premium he is 
paying and whether he is able to buy 
more. 

If the prospect has group insurance, a 
discussion of its benefits leads into a 
sales presentation. If he has none, so- 
cial security provides an excellent en- 
tering wedge. In most cases a good 
starting question is: “If you were to 
pass out of the picture, how much of 
your present income would your life in- 
surance replace?” This suggests a sim- 
ple method of programming. “If the 
prospect is married and has children 
with social security provisions as a base, 
you can do a bang up job for him,” Mr. 
Gruner declared. 


Follows Up All Letters 


Even if Mr. Gruner does not receive 
a reply to his letter he makes the call 
anyway. He calls attention to the letter 
and then explains he stopped in to see 
the prospect in the hope that he might 
exchange one or two thoughts with him 
regarding it. 

Mr. Gruner uses the two interview 
system and takes it slow and easy. 
“Don’t do anything to annoy the pros- 
pect, try and arrange an interview when 
it is most convenient to him. You know 
what happens when you start to push. 
When you're out on the golf course and 
start to bear down, you slice. I try to 
make it as easy as possible for him to 
get rid of me, in this way I qualify him 
in a hurry, because I want to know as 





soon as possible where I stand as I can- 
not afford to spend too much time on 
any one prospect.” 

The most important factor in an 
agent’s success, according to Mr. Gru- 
ner, is to be enthusiastic about his work. 
“Get excited about it, you cannot ex- 
pect your prospect to get excited if you 
are not. Have plenty of prospects and 
lots of people to see and don’t be afraid 
to do some night work.” 





Agent Explains Industrial’s 
Role in Protecting Public 


A thorough explanation of the func- 
tions of industrial insurance was pre- 
sented at the annual sales congress of 
the Peoria Association of Life Under- 
writers by Norbert E. Loose, Pruden- 
tial, Chicago. Industrial is known by 
more people in more homes than any 
form of life insurance, he pointed out. 
In millions of homes industrial insurance 
and life insurance are synonymous terms. 
During the worst years of the depression 
the total of industrial insurance in force 
declined only 6 percent from its previous 
high record, demonstrating that in spite 
of reductions in income the average pol- 
icyholder recognized the value of his in- 
surance even though payment of pre- 
miums represented substantial sacrifices. 

Industrial insurance is founded upon a 
widespread necessity and solves prob- 
lems which could not be solved in other 
ways, Mr. Loose declared. The institu- 
tion itself is keenly aware of its obliga- 
tions and is constantly striving to elimi- 
nate any abuses which may develop. 


Effect of Agents Making Collections 


The method of having agents collect 
premiums is essential in maintaining in- 
dustrial business in force. It is the least 
expensive plan that can be devised and 
probably represents a smaller spread be- 
tween the cost of purchasing in small 
quantities and in large quantities than in 
any other line of business. The expense 
of having agents collect the business is 
offset somewhat by the reduction in cler- 
ical expense at the home office. The 
mortality rate on industrial is higher 
than the regular ordinary, Mr. Loose 
pointed out, bacause all occupations are 
written without rating. With the ex- 
ception of seeking to avoid individual 
cases of adverse selection, coverage is 
extended as far as possible, making it 
possible for half of the population to 
have this protection. Because the mor- 
tality is higher, a greater percentage of 
the premiums is returned to the policy- 
holders at an earlier date because of 
death claims. Thus the higher premium 
charged for industrial is due to an earlier 
distribution of a larger proportion of the 
sums contributed, rather than an extra 
charge or expense. 


Effect of Regular Weekly Payments 


In the majority of cases the industrial 
premium could never be paid on an an- 
nual basis. In order to get the premium 
at all it is necessary to make collections 
and calls at frequent, regular intervals. 
In most cases the policies represented 
by a family’s total weekly premium did 
not come into existence at once but are 
the result of a number of years and con- 
stant effort on the agents part to add an- 
other 10 or 25 cents to weekly premi- 
ums as the family’s insurance needs in- 
creased or its financial condition became 
bettered. The theoretical amount of 
ordinary which the annual total of in- 
dustrial premiums would buy, frequently 
must remain theoretical, because it is 
wholly unassociated with the practical 
possibility within the family, Mr. Loose 
declared. The average industrial fam- 
ily’s policies are kept in force because 
of the regular calls of the insurance man 
to get the premium money before it goes 
to someone else. If this weekly sum 
was set aside to wait for only a quarterly 
premium it would probably be spent for 
something else when the time for pay- 
ment of the premium came around, even 
if the policy could have been sold on a 
quarterly basis in the first place. 


Servingsthe West 








To crystallize our own responsi- 
bility in this war for survival, 
we of Cal-Western have joined 
together in the following pledge: 


“Realizing that, with other Life 
Underwriters, I bear a sacred 
obligation to serve my country 
to the utmost of my ability in 
this critical hour, and 


that 
contribution I 


the 
can 


“Recognizing, also, 
greatest 
make to the war effort on the 
Home Front is to persuade my 
fellow citizens to forego the 
spending of a larger portion of 


their war time incomes, 


“I hereby solemnly swear that 
I will devote myself, without 
compromise, to this cause, and 
that I will employ my time and 
energy with the greatest pos- 
sible efficiency and with un- 
hesitating sacrifice to help 
achieve our ultimate victory.” 


We sincerely believe that, in. 


our devotion to that pledge 


through the sale of War Bonds 
and Life Insurance we will be 
fulfilling a great need in pre- 
serving the American way of 
life. 
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Deservedly in the spotlight today are the men 
who serve in the uniforms of our nation's fight- 
ing forces. We proudly a the names of 


those from Home Life. They have assumed a 
grave new responsibility—and those of us who 
carry on at HOME have added to ours. We 
will—we must—do everything in our power to 
continue their services to clients so that upon 
_ return to civilian life the good will these men 
helped Home Life build in the past will be theirs 
to enjoy in a future made secure through sac- 
rifice and earnest work by us all. 


HOME LIFE INSURANCE CO. 
New York 








‘Three facts 


about 
Travelers Group Insurance 


Every 33 seconds of every working day 
last year, a new name was added to the 
list of those who are protected by 
Group Life Insurance issued by The 
Travelers Insurance Company. 


Every 4 seconds of every working day 
the protection afforded by Travelers 
Group Life Insurance is renewed for 
some employee. 





Every 20 seconds of every working day 

1 a claim payment check is issued to 
some beneficiary under a Travelers 
Group Insurance Policy. 


Moral: Insure in 


THE TRAVELERS 
HARTFORD, CONNECTICUT 


A PIONEER IN GROUP INSURANCE 





